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Rigid versus Flexible Shanks 





“The ideal condition for the human 
foot is unshod. This is all the de- 
_ fense necessary for the idea of pro- 
viding in a shoe a tread base identi- 

cal with the tread base the foot en- 
joys when the unshod foot is placed 
upon the floor or ground.”—Charles 
Henry Brown, inventor of the Arch 

Preserver Shoe. 





“It is not possible, nor desirable 
from the standpoint of foot health, 
to construct any sort of shoe which 
will consistently afford rigid sup- 
port for any foot.”—Dr. J. H. Styles, 
Professor of Technique and Director 
of Clinics at the Kansas City Col- 
lege of Osteopathy and Surgery. 





Proof positive that the shoe mer- 
chant is keenly interested in shoe 
fitting and shoe service was to be 
found in the fact that the N.S. R. A. 
convention session devoted to ortho- 
pedics had double the attendance of 
any other meeting of the convention 
held in Chicago recently. Two 
schools of shoe craft were in verbal 
combat. The highlights of both ad- 
dresses are here given.—EDITOR’S 
NOTE. 


Rigid Shanks 


By Charles Henry Brown 


F we ask a qualified orthopedic 
man or other student of anatomy 


what he considers the most ideal. 


condition for the human foot to 
work under, in order to insure 
proper functioning of all of its 
weight-carrying and other impor- 
tant functions, he will, after giving 
you a look of pity because of the 
silliness of the question, make this 
reply: 

“Why, the unshod or sandaled foot 
upon the floor or ground.” 
_ His answer must and will be this, 
no matter what character of shoe 
construction he may favor. A mo- 
ment’s thought will indicate to you 
that this reply, in itself, is all the 


defense that is necessary for the 
idea of providing in a shoe a tread- 
base which is identical with the 
tread-base the foot enjoys when the 
unshod or sandaled foot is placed 
upon the floor or ground. 

In other words, if we must raise 
the rear end of the foot structure 
upon a peg or stilt for the sake of 
style and the other good reasons for 
so doing, we must bring the floor or 
ground up with it. 


* * * 


After the war I received an in- 
vitation from a doctor in the upper 
section of New York to call at his 
office on a certain evening and, if 
convenient, to bring along such 
things as I might care to show him 
about the features of our shoe. 

This man proved to be the chief 
of the foot-efficiency section of the 
New York Police Department. He 
came to the job in New York on the 
recommendation of the Orthopedic 
Section of the Surgeon General’s 
Office, Washington. He had served 
with much credit to himself and to 
the department throughout the war. 

During the evening I ventured to 
ask how the flexible shank shoes 
were working out in the Depart- 
ment and he said they had decided 


to go back to the use of the old type 
of shoes several years before he 
came on the joh. 

He said, however, that he found 
flexible shank shoes absolutely in- 
dispensable to him in certain in- 
stances in his work. 

He said that they occasionally 
had men in the Department whose 
foot arches were too high. The con- 
dition seemed to be one which had 
tried hard before birth to be a club 
foot condition, but did not quite suc- 
ceed. At any rate, the men com- 
plained a good deal about their feet 
getting tired, and that they got too 
much pressure under the heel and 
the ball of the foot. The outer side 
of the foot did not come into contact 
with the, floor at all. 

HE practice, he explained, used 

to be to put these feet through a 
mechanical stretching process and 
in some instances resorted to an 
operation to get the foot down on 
a proper base line. But he had con- 
ceived a new idea. His method was 
to put these boys into a flexible 
shank shoe and after from thirty to 
ninety days the foot would be 
stretched and flattened down suffi- 
ciently, at which time he would then 
put the case into shoes with a good 
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The style show in progress in the ballroom of the Hotel Sherman, Chicago, and 
from the same rostrum the convention speakers held forth 


solid tread-base and the boy would 
go along fine ever after. 
*# #2 


My own two great-grandmothers 
and two grandmothers were with us 
until I was a man grown. From my 
earliest recollection and up to their 
passing away I heard those dear old 
ladies complain of their excruciating 
foot troubles. Also they contended 
from the earliest days that they 
could wear no shoes except the good 
old turned sole, comfort shoes. 


F flexibility in shoe shanks is a 

good thing today, why was it not 
a good thing years and years ago? 
And why did all of these poor old 
ladies suffer most of their lives with 
broken-down arches and the most 
extreme cases of chronic weak 
ankles, or rotated arches? Why did 
they not have arches so high that 
they would need stretching by some 
mechanical device to get them down 
to a normal base line? 

Another question which has kept 
me awake many nights is this: Why 
do so many of the leading orthopedic 
surgeons, foot specialists and chi- 
ropodists prescribe flexible shank 
shoes and then insert a pair of the 
strongest boiler plate arch props 
they know of into these shoes? Is 
it because they believe in the flexi- 
bility of shoe shanks or is it be- 
cause they feel that by this process 
they can get an even more rigid and 
expansive tread-base than can be 
built into a shoe in the process of 
construction? 

We seriously and unqualifiedly ob- 
ject to having the Arch Preserver 
shoe classified as an “orthopedic” or 
“corrective” or “doctor” shoe. 


As a further means for putting 
our shoes in the classification in 
which we believe they rightfully be- 
long—the “preventive” rather than 
the “corrective”  classification— 
we have consistently declined to 
make use of any of the hundreds of 
testimonials offered to us by mem- 
bers of the medical profession, and 
have refused to avail ourselves of 
the services which have been offered 
to us by most of the important dem- 
onstrators who have been developed 
by the large makers of arch support- 
ing devices. 

However, in the face of all of our 
efforts to convince shoe dealers and 
shoe manufacturers that we are not 
making “orthopedic” or “corrective” 
or “doctor” shoes, it is a rare com- 
pliment to the influence of that great 
shoe trade paper, the BooT AND 
SHOE RECORDER, to have to confess 
that our efforts have been largely 
nullified by the cleverly handled se- 
ries of articles by Dr. Marshall 
which appeared some months ago in 
this paper, and in which he listed 
our shoe in the orthopedic or correc- 
tive class along with the only two 
shoes in the world which deserve to 
be called “orthopedic,” but neither of 
which can be rightfully called “cor- 
rective.” 


F the author of the articles was 

a medical man, and if he had read 
our circulars, and if he had studied 
the underlying causes of most foot 
troubles, and if he had understood 
the revolutionary features of our 
last and shoe and the anatomical 
and mechanical reasoning back of 
these features, the Arch Preserver 
shoe would not have been classed 
by him as an “orthopedic” shoe. 
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Flexible Shanks 
By Dr. J. H. Styles 


S a basis for what I shall have 

to say with regard to the ad. 

vantages of the flexible arch I wish 

to present at the outset this state. 
ment: 

Shoes were made for feet and not 
feet for shoes! 

My first proposition is that shoes 
must be built and styled exactly in 
accordance with the anatomic and 
physiologic requirements and speci- 
fications of the feet they are to dress 
or they are not and can never be 
proper shoes for those feet. 

The first physical requisite of the 
foot is that it shall serve as a firm 
basis of support for the erect and 
ambulant body; the second is that 
it shall provide spontaneous and ade- 
quate shock-absorption for all of the 
road concussions incident to its use; 
and the third is that it shall act as 
an effectual instrument of propul- 
sion. 

The foot is essentially a tripod 
with three weight-bearing points, 
one beneath the heel behind, one 
beneath the fifth metarso-phalangeal 
joint on the outside, and the third 
beneath the first metarso-phalangeal 
joint on the inside. And it will fur- 
ther be seen that it has three major 
curvatures: two occasioned by the 
arched columns into which its bones 
are specialized and the third pro- 
duced by the organic combination of 
those arches, one of which is low and 
the other high. 


ODY weight is transmitted to 

the three piers of the foot-tripod 
by means of the lever-mechanism in- 
herent in the ankle-joint. This joint 
is of the hinge variety, with the 
axis of the hinge drawn transversely 
from the center of the lower, inner 
projection of the shin-bone, or tibia, 
which is called the inner malleolus, 
down and outward through the cen- 
ter of the outer, lower projection of 
its companion bone, the fibula, which 
is called the external malleolus. 
Thus, when the foot is turned down 
at the ankle-joint it is also exter- 
nally rotated, or turned out at the 
toe so that its inner, highly arched 
border is presented first to the 
ground; but when it is turned up or 
flexed at the ankle-joint it is inter- 
nally rotated, or turned in at the toe 
in such a manner that its outer bor- 
der, which, you will remember, is its 
weight-bearing border, is presented 
normally first to the ground. 

The foot also turns out and in 
upon itself; that is to say, it everts 
and inverts upon a composite joint 
made up of the calcaneo-cuboidal 
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juncture externally and of the talo- 
navicular articulation internally. 
This joint is called by anatomists 
Chopart’s transverse tarsal joint, 
and its line is drawn across the foot 
at the very summit of the transverse 
arch of the instep. And upon its 
full and free function, together with 
normal action at the ankle-joint, 
proper foot activity absolutely de- 
pends. 

From all of this it is readily ap- 
parent that a shoe, to be a proper 
shoe, must permit the foot to accom- 
plish all of these physical functions 
concomitantly and without let or 
hindrance. It is further seen that 
the ideal shoe cannot, in the first 
place, be a straight-last shoe, for the 
foot is not a straight-last foot, but 
is narrow behind at its calcaneal or 
heel pier, of intermediate width at 
the instep where the two bony col- 
umns begin to diverge, and widest 
in front where those columns are 
separated most. 4 

Thus it would seem that the func- 
tions of the foot demand a combina- 
tion-last shoe, one with an entirely 
flexible arch and ample toe room; 
a shoe that will hug the heel snugly 
and prevent it from swaying or 
pivoting and from thus disrupting 
normal ankle function; a shoe with 
a flexible arch-shank that will fit up 
comfortably under the high arch of 
the instep and direct the foot per- 
petually into inversion and internal 
rotation—that is to say, one that 
will permit Chopart’s joint to func- 
tion freely at all times; and a shoe 
that will gently tilt the foot onto its 
outer side so that the weight-bear- 
ing chord of its outer arch will at 
all times be presented first to its 
base of support. 


LL of these things the standard, 
flexible-shank shoe does. And 
in my judgment no rigid-shank shoe, 
built over a flat-base, straight last 
can accomplish any of them. For the 
rigid-shank shoe, by means of its 
inflexible steel shank, invariably di- 
rects the foot outward—everts and 
externally rotates it—so that all 
pedal security is lost to the foot 
itself and is transferred to the in- 
built arch of the shoe, which trans- 
ference at the same time robs the 
organ of its essential shock-absorb- 
ing capacity. 

Second: The flexible-shank shoe is 
the only shoe that will permit nor- 
mal elongation of the active foot and 
thus will allow that foot fully to 
function in ambulation. The shank 
of a flexible-arch shoe, suitably 
fitted, being pliant, gives sufficiently 
to permit the foot to lengthen nor- 
mally under the superimposition of 
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body-weight, while at the same time 
it directs that foot into normal in- 
version and internal rotation. 

Third: It is not possible, nor de- 
sirable from the standpoint of foot 
health, to construct any sort of a 
shoe which will consistently afford 
rigid support for any foot. This is 
a controversial point, I know. And 
such a position as I am taking re- 
quires incontrovertible proof. But, 
inasmuch as I am prepared to offer 
that proof, I have no hesitancy in 
taking it. 


HOES are constructed of leather, 

of cloth, and, in the case of the 
rigid-shank varieties, of steel. All 
of these materials, chemists and phy- 
sicists tell us, are capable of struc- 
tural fatigue, which is to say that 
they lose their power of resistance 
to strain and wear with use. Being 
inanimate, they have no ability to 
rehabilitate themselves nor to renew 
their physical resources. There- 
fore, whatever of strength and re- 
siliency they lose they lose perma- 
nently. Thus, even granting their 
orthopedic (health) value, which 
actually is nil, that value necessarily 
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decreases in direct proportion to 
their age. And thus an individual, 
to realize consistently their adver- 
tised benefits, would be forced to 
purchase a new pair of shoes every 
fortnight or so, depending upon the 
degree of his pedal activity. 

Furthermore, if the shock-absorb- 
ing mechanism of the foot is pre- 
vented from functioning fully, as it 
most certainly is when a rigid steel 
shank is fitted snugly beneath it, all 
of the devastating concussions it is 
designed to minimize and to neutral- 
ize are transmitted directly upward 
and must of necessity adversely 
affect vital structures and organs 
they could not possibly involve other- 
wise. This is a health point that 
cannot be ignored. 


N fact, only a properly built, flex- 

ible-shank shoe, one which will 
direct the foot naturally but which 
will not in any sense constrain it, 
especially at the summit of its 
highest and most elastic, arch, can 
make possible or foster the complete 
restitution of normal foot function 
in any involved member. 


The two gladiators in the ring—Dr. Styles on the left, Mr. Brown on the right 
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Turmoil But Also Progress 


N any three ring circus the human eye and mind 
cannot keep up with the performance. The 
nearest ring gets most of the attention, with a fe. 
verish glance now and then at some spectacular 
event in the other rings. It has always been so and 
always will be. 

The same holds true of a combination market 
week, convention and style show. One of the rings 
is sure to get most of the attention. Of late the 
ring that contains the buying activities has con- 
sumed most of the merchant’s time. There is a 
reason for this. The style game is so keen that he 
wants to see everything that is shown before he 
makes his selections, and incidentally, the hospi- 
tality given in the buying room is a personal and 
individual sort of an entertainment in itself. 

The shoe merchant looks at the second ring con- 
taining the actual convention itself as something 
that is a sea of words, with here and there a good 
and pertinent idea to be had. He frankly says to 
himself, “I will read about it after the show is 
over and I’ll get the good of it that way.” And, 
frankly, the convention material reads much bet- 
ter than it was in actual hearing. There is a world 
of good material in the convention and it takes 
three issues to really cover each division as it 
should be properly covered. 

The third ring is the style show and a new treat 
was in store for the merchants in attendance 
through the selection of five styles per model cov- 
ering every want of the day and illustrating the 
selections of merchants in different parts of the 
country. This, indeed, was a feature worthy of at- 
tention. 

Now with an eye to perspective—much good 
comes out of any gathering of merchants and men 
of the industry. It can’t be chalked off as a loss 
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when here, there and everywhere a shoe merchant 
gets an idea on how to make a profit. There will 
be cynics who say they think conventions and style 
shows are the “bunk.” No great meeting of men 
is without its flip-flops and failures. The wind- 
jammers make much chin music and wind up by 
saying “Never Again,” but another year rolls 
round and they are there again. 

It takes great issues to make great conventions. 
Back in “Andy” McGowin’s days when adverse 
legislation, when oppressive methods were used 
against the merchant, and when merchants felt the 
positive need of a strong voice in the wilderness— 
there were rousing conventions (not great in num- 
bers) but wonderful in spirit. The business pa- 
pers carried on the crusade for months following. 
All the merchant trade was combative. 

Then followed the softer days when anything 
that was manufactured had a sale. Conventions 
were optimistic; buying was in volume, and style 
shows were a novelty. 

The past two years -have been peculiar in asso- 
ciation work. Somebody took a fling at Mr. Bab- 
bitt, and Rotary and Kiwanis clubs slumped ac- 
cordingly. Practically all associations were down 
in the mouth because they had no crying issue. 
There wasn’t anything to rally about and then 
when buying became more hand-to-mouth, there 
was no strong upholding hand of optimistic indus- 
try. And finally the style shows became just pro- 
cessions of girls on a runway. 

But mark our word for it—the low spot has been 
reached. From now on the trend is upward. We 
paint a true picture of the convention, style show 
and the buying market, the new style show handled 
by merchants which shows signs of great progress; 
the convention forum, if it can be made argumen- 
tative like the flash that lights up the meeting 
when the rigid and flexible shank advocates were 
just on the edge of acombat. Those are the things 
that give convention—appeal. 

There will be more of them in the future and on 
the subject of buying, if sample rooms could be 
made more educational and more the instruments 
of developing prestige for a business, instead of 
the abode of high pressure salesmen who endeavor 
to force the merchant to buy. They would be serv- 
ing better, not only their own wants, but the aims 
and ambitions of an industry that gathers in Chi- 
cago once a year for the purpose of starting a new 
year aright. More and more merchants are doing 
their buying in their own stores and away from 
the hurly-burly buying methods of a jazz nature. 

There is a year to prepare for another great fes- 
tival. If that stimulant, interest and excitement in 
the shoe business that is condensed in the first week 
in January could be carried on for a year there 
would be no end to the accomplishments of this 
industry. There is life in the shoe game when it 
betrays such activity. 
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They Have Waited for This 


HE great American public is rejoicing in the 

semi-annual event they have looked forward 
to and waited for—Clearance Sale time imme- 
diately following New Year’s Day. 

Dull times in shoe stores will now be succeeded 
by brisk times. Shoes will sell in enormous quan- 
tities. The December slackness gives way to Jan- 
uary activity. 

Oh, yes, it will be a period of great doings, this 
clearance sale time. 

But whether or not it will make any money for 
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Look the Part 


ODERN merchandising of shoes is getting 

too mechanical—too cold-blooded, unimagi- 
native, inhuman and so on. The old-timer who 
sat down and played a game of checkers with his 
customer after he fitted him with a pair of shoes 
had a better idea of merchandising than many of 
us give him credit for. He made shoe merchandis- 
ing entertaining for himself and for his custom- 
ers. Just now we are flooding the markets with 
entertaining styles in footwear and we are under- 
taking to sell many of them in stores that are no 


shoe merchants is a horse of another color. 


we see beautiful shoes 
—bought to sell at good 
prices — cleared out at 
very low prices, we 
wonder. 

One merchant put it 
thus: “This is the time 
of the year when we 
buy expensive space in 
the newspapers. in 
which to advertise our 
mistakes in merchan- 
dising.” 

A woman remarked 
to a merchant recently: 
“T have grown tired of 
waiting for clearance 
sales and my shoes are 
about worn out. I pre- 
sume I shall have to 
buy at regular prices.” 

The manager of a 
chain store said: “I am 
fully convinced that 
clearance sales are a 
bad habit. They create 
bad conditions. They 
spoil our regular busi- 
ness and make the pub- 
lie dissatisfied.” 

To which the RE- 
CORDER ventures to 
add: The merchant 
who profits by his er- 
rors of last year will 
need no clearance sale. 
He will avoid having 
the sizes in his stock 
that failed to clear up 
last season. He will 
not be hit by the light- 
ning that occasionally 
strikes twice in the 
same place. 


When 
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The Reason Why 


RICE & THOMPSON 
Rivoli Boot Shop 
La Crosse, Wis. 


Reading the RecorpER cannot help but brighten 
one’s outlook on the shoe business and make him 
a better shoe man. This applies especially to the 
small-town merchant who for some unaccountable 
reason is unable to attend the various shoe conven- 
tions and markets at regular intervals. He is greatly 
helped by the constructive and educational way 
these various conventions are written up, by men 
well versed in shoe lore, and reproduced in the 
pages of the Recorper for him to read at his 
leisure. © °9 © 

Many a small business might be saved if the 
owners would only heed the advice and the many 
helpful suggestions offered them through the chan- 
nel of the RECORDER and written by men of their 
own stamp, who have made successes of their 
own enterprises and are willing to pass on to others 
their experiences on the upward climb. 








Yours very truly, 
(signed) E. A. RICE 


Only a small percentage of merchants can afford 
the time or money to attend all the style conven- 
tions. 

Yet the majority are just as much interested in 
knowing what it’s all about. 


As Mr. Rice says, the Recorver brings the style 
shows and the markets right into the merchant’s 


store. 


And oftentimes in a more understandable and 
practical way than the actual affair itself. 


> ar ae hic 
President. 
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more entertaining than a refrigerator. 


Just see how the 
movie people have 
made millions by enter- 
taining the multitude. 
The shoppers seek en- 
tertainment as well as 
shoes. It’s human na- 
ture to want entertain- 
ment. Some stores 
provide it in a measure. 
Others take their 
money and fire them 
out P. D. Q. or faster. 
It is not right. We 
need more _ entertain- 
ment in shoe merchan- 
dising. Make the shoe 
shops joy shops; make 
it a pleasure to buy. 


Look Before 
You Leap 


ETAIL shoe sales- 
men are advised 
to investigate carefully 
and be sure of employ- 
ment before starting to 
California. The cli- 
mate of the coast is al- 
luring to many and en- 
tices many a young 
man to leave a good 
job for an uncertainty. 
Especially should those 
who are in poor health 
act with discretion be- 
fore taking the plunge. 
There are many oppor- 
tunities for young men 
in the Golden West, but 
no man should migrate 
unless he has sufficient 
funds to sustain him 
until he secures employ- 
ment. 
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Colorful Shoes at Boston Shows 


Two Exhibitions Held This Week; Market Thronged 








with Buyers Following Week at Chicago 


HE First Boston Shoe Buyers’ 

| Show opened on Monday eve- 
ning, Jan. 10, to a large audi- 

ence which filled the big ballroom and 


balcony of the Copley Plaza Hotel.’ 


All day long the largest delegation of 
buyers which has visited this market 
in twelve years, including the large 
group from the American Retailers’ 
Association, fairly swarmed between 
this hotel and the Elks’ Club, where 
the Fifth Annual Wholesalers’ Shoe 
Style Show was being held. Both 
events attracted much favorable at- 
tention, and the management of each 
was commended by the trade for 
their efforts to assist in promoting 
this market. 

The Boston Shoe Buyers’ Show 
exhibitors, of whom there were ap- 
proximately 125, showed their wares 
from artistically arranged booths 
in the upper ballroom and in sam- 
ple rooms. When the curtains were 
drawn aside from the stage at the 
end of the lower ballroom, at 8.15 
o’clock on the opening night, Eugene 
A. Richardson, director, welcomed 
the buyers to Boston and introduced 
Charles G. Keene, President of the 
Common Council, representing the 
Mayor of Boston. 

Mr. Keene told of the importance 
of the New England market and ex- 
tended to the buyers, in behalf of the 
Mayor, a cordial welcome. Then a 


little music from the orchestra, and 
Ned Wayburn, 


the show was on. 


New York theatrical producer, under 
whose direction the runway show 
was held, stepped out under the 
spotlight for a moment and was 
followed by several vaudeville num- 
bers. Then came the 60 or more 
women’s and children’s models, who 
showed the very newest effects in 
materials, lasts and patterns. 


T was a colorful shoe style show, 

with roseblush predominating. 
Pastel parchment and shell gray fol- 
lowed as close seconds, with many 
artistic printed leather combina- 
tions. There were many metal tones 
and -gingham, iridescent, cherry 
patents and other shiny leathers of 
the red family. There were rose 
and gray in combination; light blue 
and silver; and practically every 
shade combined with black. 

Ties appeared more often than 
one-straps, and the latter pattern 
more often than the plain pumps, 
and yet nothing could be called 
“plain,” with so many shades in the 
wide selections presented. Heels 
ran as high as ever—up to 20/8 on 
the full dress models. Many heels, 
in colors to match trims, gave a 
pleasing harmony to the footwear 
ensemble. Flesh tones were promi- 
nent in the hosiery displayed. 

A white buck sports shoe with 
“gristle” sole and amethyst patent 
tip. foxing and saddle, with brass 
eyelets, and punchings, gave a 


charming sport atmosphere to an 
interesting white silk crépe sport 
gown. Black shoes were rich in 
colorful effects, such as a vamp of 
black patent and a quarter of flow- 
ered patent. A black satin shoe, 
shown by a shoe ornament house, 
had a rhinestone heel and an at- 
tractive rhinestone beaded bow. 


WOMAN’S model wearing a 
flannel sport dress in parchment 
shade and grain silk hosiery wore a 
pair of three-eyelet open front ties 
with trim of roseblush, 16/8 heels. 
A woman’s model in a blue silk 
afternoon gown wore blue kid pumps 
with silver embossed leather on the 
quarter. A _ roseblush silk crépe 
was worn with one-straps in rose- 
blush; a black tulle gown over sil- 
ver was worn with brown suéde ties 
with lizard appliqués. A two-eyelet 
tie had a vamp in cherry patent and 
quarter in iridescent effect; there 
were many paisley and red combina- 
tions. Buckles and shoe ornamenta- 
tions, such as colorful laces and tas- 
seled ends, were much in evidence. 
A child’s' model, delightfully 
gowned in pink chiffon and _ silk, 
wore a black patent one-strap 
trimmed with brown lizard and 
white socks with plain rolled-over 
tops. Another child’s model wore 
a black patent tie trimmed with 
snake. 
The curtain on the Fifth Annual 











Sixty or more 
women and girls 
showed shoes on 
















the runway at the 
Copley Plaza Show 
in Boston 
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Shoe Wholesalers’ Style Show was 
“rung up” by Lieut. Gov. Frank G. 
Allen, who in his brief welcome cor- 
rected his introducer, stating that 
as Governor Fuller was away from 
“The Hub” and was representing 
his industry (that of the automo- 
bile) at the New York Auto Show, 
he was now the Governor of the 
State pro tem and as such was rep- 
resenting his own trade (that of 
leather) at the Shoe Wholesalers’ 
Boston Show. 

The runway was arranged on a 
level with the stage in the beautiful 
ballroom of the Elks’ Club. The 
style show had been preceded by an 


‘organ recital and by music on the 


orthophonic Victrola. There were 
approximately 80 exhibits, combin- 
ing the latest in footwear, leather 
and kindred lines. At 2 p. m., when 
the big doors were flung open, the 
crowds began to flock into the ele- 
vators carrying them to the ballroom 
floor and to the sample rooms, lo- 
cated almost everywhere on the fif- 
teen floors of the building. 

Clyde M. McArdle, theatrical di- 
rector, staged the show; Morey 
Pearl and his orchestra furnished 
the music. 


LL men’s shoes were shown by 

girls who carried them in their 
hands or on wicker trays. In rec- 
ognition of the fact that leather 
plays such an important part in the 
plan of fashionable footwear, a 
dozen girls were buttoned into 
leather dresses, showing a wide 
range of the newest leather effects. 
Other novelty entertainment ‘ num- 


bers were introduced. When the 
red curtain of the stage was drawn 
back, a drop curtain of brilliants in 
the background revealed a big silver 
colonial slipper standing the full 
height of the stage, beneath the 
shank of which the models made 
their entrance to the runway. 


SUMMARY of the styles pre- 
sented follows: 

In strap patterns, 
straps predominated; there were 
very few broad straps. There was 
very little lizard and practically no 
alligator trims presented. One model 
wearing a wine colored patent car- 
ried a wine colored iridescent 
patent bag to match. All shoes of 
black satin and patent were richly 
trimmed with leather in various 
shades. 

Of the 50 shoes observed, about 
20 colored kids carried high heels 
from 14/8 up; about seven colored 
kids carried Cuban heels in about 
10/8 to 14/8 heights; and about 
three colored kids carried heels 9/8 
and under. 

Of colored patents, out of ap- 
proximately 50 models observed four 
carried high heels; two. carried 
Cuban heels. Of black satin with 
rhinestone trims, about three out of 
50 were observed, and these carried 
high heels. Out of fifty, two black 
patent numbers trimmed with pais- 
ley carried high heels. Two tan 
calf sport welts with flat heels were 
noted. One black suede model with 
high heel was noted in the 50 
checked for observation. 


narrow one- 








Dressed in garbs 
of fancy leather, 
these models pa- 
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Indianapolis Show to 
Be Held Feb. 14-16 


NDIANAPOLIS, INnp.—The In- 

diana Shoe Travelers’ Associa- 
tion is arranging another one of its 
outstanding conventions of shoemen 
on Feb. 14-16, at the Claypool Hotel. 
There will be 125 lines of men’s, 
women’s and children’s footwear on 
display. “Three Big Days of Fun,” 
the invitations sent out by 125 
“Hoosier State Knights of the Grip” 
read. There will be an interesting 
style show, of course, and a ccn- 
structive and interesting ‘“get-to- 
gether” of Indiana retail shoe mer- 
chants, retail shoe salesmen, trav- 
elers and their ladies. 


HE convention will open on Mon- 

day, Feb. 14, with registration 
and a once over of all the lines; at 
12.10, luncheon in Assembly Hall. 
At 8.30 p. m., stag smoker in Assem- 
bly Hall, with many novelty enter- 
tainment numbers, dancing dolls, 
vaudeville, Spanish and Oriental 
dances, and “newest black bottom” 
by 20 professional entertainers. 

On Tuesday, Feb. 15, at 9 a. m., 
inspection of shoes on the sixth, 
seventh, eighth and ninth floors; at 
12 noon, men’s luncheon in Assem- 
bly Hall; at 12.10, ladies’ luncheon 
and card party in the Florentine 
Room. 

On Wednesday, Feb. 16, 9 a. m. 
to noon, inspection of lines; at 12 
noon, luncheon; from 1.30 to 6 p.m, 
inspection of lines; at 8.30 p. m., 
informal ball and card party in As- 
sembly Hall. 








raded the runway 
at the Elks Club 
Show 
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One Unjust Claim Enough 


66 CUSTOMER who presents to 

us an unjust claim may get 
away with it once, but not a second 
time,” said Marcus McWeeney, shoe 
buyer of The Kennedy Co., Boston, 
in a recent interview. “We keep a 
card index, on which is recorded the 
customer’s trade history. The first 
time that a refund is made, or a 
complaint entertained and adjusted 
to the customer’s satisfaction, we 
assume that the customer is right. 
We investigate thoroughly, however, 
and if it is ascertained that in fair- 
ness to ourselves we should not have 
made this adjustment, and that the 
customer was taking unfair advan- 
tage, this fact is noted on the index 
card—and the next time—well, it 
does not happen again. 

* ia na 


Displays Draw Trade 


L. VERMILLION, buyer for 
@ the Palais Royal, Washington, 
D. C., claims that trade is drawn to 
the shoe department more through 
window and floor displays than 
through advertising. His window 
displays are changed frequently and 
an effort is made not only to show the 
different shoes in stock, but also to 
direct attention to what shoes may 
be worn with different costumes by 
showing the proper combinations. 
This is a big help in the sale of the 
various classes of shoes, he says. 


Using Style Shows to Get 
Publicity 
Peas of good publicity was 
obtained for the Sewell store in 


Miami during the recent style revue 
which was held in the Miami Bilt- 


BOOT AND SHOE RECORDER 


O.P.I, 


Peoples Ideas) 


b ’ Harry Rilerhur 


( Other 


more Hotel. Sam H. Bailey, whose 
picture was taken with the store’s 
model, was chairman of the show. 
An average of three thousand peo- 
ple were present every night for six 
nights, seeing the newest in men’s 
and women’s shoes and wearing ap- 
parel. 

Mr. Bailey, who has been made 
manager and buyer for the entire 
shoe business for Sewell Bros., 
writes: 

“T am a strong believer in working 
a pattern until you get what is due 
you from it, instead of putting in 
a new one for the second shipment. 
I recently bought over nine hundred 
pairs of one pattern and have less 
than thirty pairs left at the change. 
Each pretty shoe sold is an ad or a 
go-getter for five additional pairs.” 





the 


Sam H. Bailey, chairman of 
style show, with his model, Miss 
Sewell Bros. The young lady’s cos- 
tume is composed wholly of stockings 
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Fitting Children 
By H. K. Delaplane 


Delaplane Shoe Co., Cherokee, Iowa 


66 OO long was it necessary to 
sell ‘cheap’ shoes to children, 
because it was not possible to get 
good ones. Now that the manufac- 
turers have got lasts and patterns 
to fit all shapes of children’s feet, 
there is money, as well as satisfac- 
tion, in fitting the youngsters. 

“Personally, I prefer to fit the 
feet of my prospective grown-up 
customers while in the formative 
age, and not let some unscrupulous 
store keeper sell misfitting foot cov- 
erings that will spoil the feet for- 
ever. 

“Yes, it takes good salesmanship 
and intelligent fitting to sell the first 
pair of good shoes to a child, but 
once sold, the parents come in any 
buy thereafter. 

“The biggest argument we use is 
that it isn’t what you pay for an 
article, it is what you get for your 
money, that makes it cheap.” 


- 8 .— 


How to Sell “Double Headers” 


N the opinion of Marcus Mc- 
Weeney, shoe buyer for the Ken- 
nedy Co., Boston, the majority of 
salesmen do not stress merchandise 
to the extent that is necessary to sell 
extra pairs. For instance, a cus- 
tomer comes into a shoe store and 
asks to be fitted. It is the business 
of the salesman to find out for what 
purpose he wishes this pair, and then 
suggest a pair to be worn with a 
blue suit and another pair to be worn 
with a gray suit. By such a rule, 
Mr. McWeeney often sells three 
pairs. 
[CONTINUED ON PAGE 41] 
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tars and filer 


On the hand of fashion Esther 
Ralston, a Paramount star, 
shows up a gray kid vamp, 
patent quarter and one-strap 
slipper that she has purchased, 
one of sixteen pairs, for every- 
day wear. Straps predominate 
in her selections 

















OTEV ECT 


KE story is told that the gulf between theatrical shoes and street 
eg shoes was bridged some years ago like this. One of the startling 
musical comedies was in daily rehearsal. The work consumed all of 
the hours of the day and some of the night. The chorus did not have 
time to change costumes for lunch or dinner—so they rushed across 
the street in satin fancy footwear. So the public got a glimpse of the 
smart and somewhat freakish footwear—and the call came for similar 


shoes for street wear. 


The stage was the first influence for style in footwear and today the 
pace set by the public in footwear fashion is causing many a star to 
spend a much greater percentage of receipts for distinctive footwear. 
If all the world is a stage its reality is here with color, perishable ma- 
terials, jewels and lightest of construction. Watch the stage as well as 
the street—both have something in common in footwear. 

33 
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The Influence of Film, on Fayhion 


ONTRARY to popular opinion 
Hollywood is not all sheiks and 
saucer-eyed flappers, nor stars and 
comets. There is a large population of sedate people 
who wear the same kind of shoes their sisters and 
cousins wear in Des Moines, Brooklyn, Guthrie, or Em- 


poria. Really, the movie population is but a small part 


Pink sequins on the dress of Jocelyn Lee, 
a Paramount player, harmonize with the 
pink inlays on the T strap evening slippers 


of the total number of people who 
reside in this suburb of Los Angeles. 

Shoe stores may be said to reflect 
the habits and characteristics of the dwellers in a town. 
The shoe stores of Hollywood are much the same as 
shoe stores all over California. The same style ten- 
dency is noted. Here and there one sees a small shop 
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The jeweled slipper—high rid- 
ing strap from the heel is the 
selection of Clara Bow when 
wearing a cloth of silver dress 

















Silver and black in the dress 

of Bebe Daniels brought about 

her selection of an open shank, 
all-silver T strap slipper 





with silver lace 


When the dress is 
should be plain, says 


with a 


catering for the movie trade. The styles on display are 


ultra in pattern and fashioning. Some of those noted 
recently were: All over alligator pump with extreme 
high heel; all over “Cobra” (simulating the deadly rep- 
tile) ; other reptiles and animals; patents in black and 
cherry; black satin; a few browns and dark tans, at 


prices running up to $30 and $40. 


One shop that makes a specialty of “studio trade” 
carries samples right into the moving picture studios and 
takes orders for the stars. Many costume pictures, 
calling for period shoes, or slippers of a special type, 
are completed with footwear from this shop. This re- 
quires a highly specialized service and the “laborer is 
worthy of his hire.” 


Be it known that certain gowns worn before the 
camera call for harmonizing shades and tones in shoes. 
This calls for careful dyeing. White will not photograph 
well in a moving picture. But white shoes may be 
dyed pink, which is a favorite color of the exacting 
lenses. To please the camera eye, the whimsical di- 
rector, and the temperamental movie star, is no small 
job. The shoe man who succeeds in pleasing all these 
conflicting tastes, likes, and dislikes, is a man to be 
congratulated. His temper is “Al.” 


The most difficult customer of Movieland is the “near- 
Star,” or the girl who may not be near, even. She may 





over-ornate, 


small throat 





shoe 
Marchal, a 
Paramount star wearing tinted satin slipper 


the 
Arlette 


ornament 


be just an imitation movie queen, or a charming waitress 
She 


She cannot put her 


from a cafeteria. But she wants a dream shoe. 
has it all doped out in her mind. 


imaginings into words that will give the shoe man an 


idea of her wants. He must guess, poor fellow. He 
shows her a new strap effect that has just come in. It 
is the latest, vouched for by best style authority. She 


likes it a little bit but thinks it might look better if the 
strap were cut off. A certain heel is fine and dandy 
but the leather cover is wrong. Were it covered with 
That buckle is 


And 


Fortunate is the shoe man who can satisfy 


Cobra instead of Python it might do. 
pretty but it should have rubies instead of garnets. 
so it goes. 
all these tastes, or lack of taste. 

However, selling shoes in Hollywood is not all movie 
madness. There is a fine trade to be had from the 
plain citizenry. And it is a substantial, profitable trade. 
These men and women buy good shoes, accept what the 
shoe man shows as good styles, pay the price asked 
and runs on about its regular business. 


There are many stores in Hollywood serving the 
trade that likes shoes “at a price.” There are some 


$5.85 shops doing a good business. 


In the shops that cater for this trade the styles and 
leathers are of a wide scope. But the tendency is 


toward black patents and satins. 
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Fine point embroidery on a foundation of mother-of-pearl kid on an 


open shank slipper. 


The point at the throat ts smart 


Beautiful Footurear 
_Stule all the While 


thiy fummer 


HE outstanding talk of style at the National Shoe 
Retailers Convention was delivered by John C. 
McKeon of Laird Schober & Co. and President of the 
National Shoe Retailers Association. He said in part: 
“The production of American manufacturers of shoes 
for women, has reached a stage that, from a viewpoint 
of colorful footwear—and that is in the broadest sense 
of the term, whether blacks or colors—is startling and as 
applying to massed production, unsurpassed by any 
nation in the world. 

“Our women’s shoes have reached a combination stage 
of perfection through the element of beauty and comfort 
that ten years ago was never dreamed of and again will 
I say, that the shoe being an honorable garment, is 
gradually finding its place in the fore-front of items 
necessary to the comfort and confidence which 
womenkind demand in the 
completion of the ensemble. 

“We have wisely decreed, 
for the coming spring, a 
colorful season and after 
all, why should we not ? The 
spring is a season of joy, a 
season of enthusiasm, a 
season of indoor and out- 
door activity and while I 
will not deny the advantages 


Lace work on the panel in 
colors over a frosted silver 
kid vamp and heel 
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of black at times, we need color to exploit the joyous side 
of life which we all love and it seems but fitting, that the 
atmosphere should be charged with that element of color 
indicative of the joy of living. 

“While I hold no brief for the habits and customs of 
the old world, our French neighbors have an instinctive 
something in their common sense handling of this prob- 
lem of foot-covering, as well as wearing apparel gen- 
erally, that is well worth commenting upon. 

“Tt has been truly stated, that from a wearing apparel 
viewpoint, France remained a colorful season right up 
until the late fall and only in the late fall, did the field 
of black have any chance for exploitation. 

“This is the result of common sense, as weather con- 
ditions in Southern Eufope, this past fall, have been most 
decidedly favorable and the European inclines to hang 
on to this coveted charm of 
weather to the last moment 
and the nature of the indi- 
vidual is such, that they fit 
into the picture in the most 
practical way, through the 
consideration of their cloth- 
ing. 

“The exception, of 
course, is the use of black 
for the accentuation of 


The collar at the throat is 

in leaves of leather to blend 

with the rose blush vamp 
and quarter 
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Stone kid is an off color 
that is particularly smart 
with leaves of rose beige on 
strap and throat 


Hand painted effect on vamp, 

quarter, collar and strap im 

a very unusual pattern that 
is asymmetrical 


Hand painted designs on 

vamp and quarter of this 

T-strap slipper over pastel 
parchment 





height or slenderizing of the figure, which applies most decidedly to 
footwear when properly selected as to pattern and properly applied as 
to fit. — 

“A colorful season is something to conjure with and I might say, 
prolong as far as may be pfaetically possible, as by all means does it 
help volume, leaving the only ‘thing to guard against, a riot of variety 
as to colors and materials. 

“The evil of variety we have with us. It has*many phases upon 
which to enlarge, but I would’prefer to confine myself to one, notably, 
materials, not necessarily colors, but characters and designs of materials, 
they already having reached a stage where price stabilization has been 
rather decidedly upset through the essential inventorying of non-profit 
sale of such of these materials as to quickly lose their value. 

“As we know, this is brought about by too frequent innovation in 
the way of materials largely the result of importation, a mistaken idea 
of progress on the part of many who, regardless of commercial sound- 
ness or otherwise, aim to. be leaders. 

“TI will also boldly state, that while this fault is quite evident in many 
of our manufacturers, as applying to materials, it is quite as serious, 
if not more so, on the part of the retailers who are actively engaged 
in the importing of footwear, or what is psychologically just as bad, 
nibbling at the same and in many cases, vigorously and prominently 
advertising foreign footwear. 













ide ‘ , . , , 
he “Since there are always extenating circumstances applying to this 
or importation of both materials and footwear, it is probably best to say, 

that neither manufacturer nor retailer is entirely to blame and it is 
of cooperative remedy that must be found if we are to maintain volume, 
we maintain profits and accomplish a reasonable turn-over. 
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n- 
rel 
up 
Id Galiichat vamp and quarter 

in blue kid, with pastel 
a archment straps and bands f : . 
n p —heal P h The tulips of spring trans- 
eel to matc - , 

st lated into a side effect and 
1g made up in fancy leathers— 






an unusually beautiful shoe 


The novelty strap is reach- 
ing new points on the foot; 
the strap is in twin shades 
of the same basic color 
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takes two or three seasons to establish a vogue for any 
one unusual type of shoe. Some of the best style guesses 
are in the direction of a fancy boot for wear in the fall 


ERE and there, everywhere the wearing of fancy 
leather boots is a novelty. 
acted in boots this year did nothing else but excite com- 
ment, it has served its purpose. 
Some of the red hot stylists have a feeling that there 
may be a springtime flurry in boots on or about the 


Easter festival. They remem- 
ber how some years back there 
was a demand for white boots 
in midsummer. They were a 
novelty, but misplaced as to 
their season. Did style care 
about that? Not a bit of it. 
They were popular because they 
were made fashionable by ex- 
treme dressers. 

The trade needs novelties— 
extreme novelties, if for no 
other reason than to have some- 
thing to talk about and the pub- 
lice in turn does its measure of 
talking. On the stage the pirate 
boot, the vagabond and kid 
boots have created a flurry. It 


If the business trans- 


of 1927. 


The newest thing in boudoir slipper effects— 
the sandal clog with boa skin trimmings over 
lacquer red wood, by Alpina of Paris 
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The play “Kid Boots” did a lot 
to set the style for leg coverings 
that are fashionable. With the 
attire Miss Clara Bow has on, who 
would say boots—but there you 
are in silver kid, and a fancy little 
pocket to hold a “hankie”—she ts 
going to wear them in the Easter 


parade 


Who would have thought it possible to sell wooden 
clogs with highly decorated straps thereon? They were 


sold the girls in college and 
for wear at southern resorts. 
Thousands of pairs were taken 
by the public, and their demand 
will be greater this year than 
ever before. 
The woven 


sandals were 


looked at as a curiosity in shoe 


making. They have every indi- 
cation of being phenomenally 
successful next summer. As 
one shoe merchant said, “They 
are an extra, extra selling article 
and profitable as well. Surely 
there is no limit to the amount 
of unusual footwear that the 
public can be taught to buy. 
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The Texas lad who sang so 
sweetly at the last Texas 
show is keen on a pair of 
Texas boots—every lad in 
the state wants a pair 





Texay /et, Many Style, 


N the wide open spaces of Texas and 

Oklahoma, where dress suits are de 
riguer and the women out-Paris New York 
in dressing, shoe styles often get their 
start. Every Texas shoe man will tell you 
that Texas girls wore boots before Lon- 
don got the idea or Paris thought of them. 
Dallas is getting ready for the joint con- 
vention and style show of the Texas Re- 
tail Shoe Dealers Association, the Okla- 
homa Retail Shoe Dealers Association and the South- 
western Shoe Travelers Association on January 31 and 
February 1 and 2. 

The style show of the convention, in which pretty 
women with perfect feet will display the very latest crea- 
tion in footwear, will be held the evening of the second 
day of the convention. More than fifty women are 
ready to display what the manufacturers have to offer 
during the coming year. They will show but one last 
and that will be a 4B. After the style show the judges 
will select the prettiest woman with the most perfect 
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foot and crown her Cinderella at a mid- 
night matinee at a local playhouse where 
all the models will also be seen. 

Some of the notables of the shoe world 
will Dallas for the convention. 
Among them are S. P. Muse, dean of the 
travelers of the United States; 
George M. Sprangler of Chicago, secretary 
of the National Association ; Harry Johan- 
sen of St. Louis, Horace V. Stephens of 
St. Louis and Mark Selby of Portsmouth, Ohio. 
retary of Commerce Hoover has been invited to attend 
the convention and it is said he probably will be present 
and then will go to Fort Worth to attend a big highway 
convention a day or so later. 

The stag jubilee and banquet, which will probably 
feature the entertainment for the male members of the 
conventions, will take place at the Adolphus Hotel on the 
evening of Jan. 30. It is said the shoe men are not going 
to forget this item of entertainment. The program has 
not yet been made public. 
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The parlor shoe store is increasingly pleasurable to the 


customer and profitable to the merchant. 


Here is one that 


is typical of the new order of things 


EVERY CARTON CONCEALED—PLUS COMFORT 


9 em glance at this charming interior of the DeArcy’s 
shoe and hosiery shop, of Des Moines, Iowa, with 
its atmosphere of restfulness and individuality, and just 
a mere suggestion of a business establishment at the 
rear end, is enough to create a desire in milady’s mind 
for better things. 

Paneled in silver gray, with beautiful, nickel electric 
fixtures, decorated with old rose trimmings; here and 
there a fancy pillow resting gracefully against the legs 
of individual toque, over-stuffed chairs and in the middle 
of the room, a table supporting a vase of flowers, with a 
chair at each end of the table. At the rear of the room, a 
single, semi-circular show case on the floor, displaying 
scintillating ornaments, and then the built-in, glass show 
cases containing a simple, but effective, display of gor- 
geous evening slippers and wonderful hosiery. 

This is the store that features I. Miller’s beautiful 
creations in slippers and hosiery. 

At the National Shoe Retailers Convention, Miss 
Merle Kigley of the style service department of Brown 
Durrell Co. must have had this type of store in mind 
when she said: 

“Every progressive shoe retailer in the country is 
alert to the importance of style in selling shoes. He must 
be equally informed about hosiery if he wishes to serve 
his customers efficiently and conserve the full benefits of 
the shoe style he has put in his stock. Every shoe store 
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selling shoes for the occasion should sell hosiery for the 
occasion. The hosiery stock should contain stockings of 
different weights for different occasions and types of 
shoes, and the right selection of colors for the season’s 
costumes in relation to the shoe. It should be consistent 
in quality, price, and service with the shoe stock. 

“Establish style prestige for your hosiery as well as 
your shoes by giving your customers the style informa- 
tion about hosiery that they expect from a smart shoe 
store. Specialize the selling of hosiery just as you spe- 
cialize the selling of shoes. Have a hosiery salesgirl who 
is equipped to give your customers adequate hosiery 
service. Put your hosiery department at the front of the 
store where every incoming and outgoing customer can 
be reminded of her hosiery needs. Have buckles, heels, 
other accessories in the hosiery department. 

“Hosiery departments are not only profitable to shue 
stores, they are vital to the style success of every smart 
shoe retailer. Learn more about the correct style of the 
most important spring accessory to the costume—hosiery. 
It can make or mar your smartest shoe. Merchandise 
your hosiery stock with the same style and sales intelli- 
gence you apply to the selection of your shoe stock. Your 
sales of both will be increased and your reputation for 
stvle and service enhanced. Specializing in hosiery is not 
only profitable but essential to the success of every smart 
shoe retailer.” 
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O. P. I. 
(Other Peoples Ideas) 


[CONTINUED FROM PAGE 32] 


Do Shrieking “Sales” Ever Sell? 


OW is the time of the year that 
sign painters get orders for the 
cloth signs which soon will appear 
across the fronts of the stores. The 

















“Sale” period is upon us once more 
—not the regular sales that the reg- 
ular stores have, but the shrieking 
ones from the fringe stores—the 
sales that do not fool anyone, not 
even the owners. 

Down the side street of a busy 
town these signs were seen a short 
while ago: 

“Half Price Sale” by the Sample 


Shop. 

The Middle Clothing Co. an- 
nounced “We Quit for Good” (for 
whose good, I wondered). In re- 


sponse to a question of when they 
were going to quit, the reply was, 
“When we are all sold out; maybe 
six months, maybe six years.” 

Weinberg was not original. All 
he could think of was “Fire Sale.” 
Perhaps he had this sign left over 
from the last event and didn’t want 
to go to the expense of getting a new 
one. Anyway, he had the fire en- 
gines, smoke, etc., all in red paint. 

Was Uncle Ned telling the exact 
truth when he claimed in four foot 
letters that “This Is Not a Fake 
Sale’’? 

One fellow who was in the middle 
of the block actually sprang the old 
gag of “This Is the Main Entrance 
to All the Sales.” 

Some of the others were “Biggest 
Sale in History,” “Everything at 
Less Than Cost,” and a lot of other 
hackneyed stuff such as “Everything 
at 50c. on the Dollar.” 


One told the truth, unwittingly 
however. 
tion Paralyzed.” 


His sign said “Competi- 
It was. Not only 


in his neighbors’ stores but in his 
own. During the Saturday noon 
hour there was not a customer to be 
seen in any of these stores, while 
two blocks away the stores not hav- 
ing sales were doing a fine business. 


* * 


A New Display Idea 


BRAND new idea has come out 
A of the fertile brain of M. 
Gardner, a retail shoe merchant in 
Cuyahoga Falls, Ohio. It has to do 
with an adjustable display shelf that 
shows and sells many pairs of shoes 
that would not otherwise be sold. As 
Mr. Gardner is the patentee and in- 
ventor, we will allow him to tell all 
about it: 

“We have realized for a long 
while that a common problem exists 
among all classes of shoe stores. 
a problem that had not been satis- 
factorily solved. I refer to the diffi- 
culty that confronts us shoe mer- 
chants in properly displaying our 
shoes, also in impressing on our cus- 
tomers the thought that we have 
more styles in the store than are 
shown in the windows. Showcase 
displays are apt to be too cold; dis- 
plays on the tops of the shelving are 
too far away for the customers to see 
the details; ledge displays are more 
or less mussy, so necessity became 
the mother of another invention. 

“We have had this perfected de- 
vice in our store for over a year, 
testing it out by practical, everyday 
usage. Our original enthusiasm for 
it increased when we found that we 
were able to trace out 100 per cent 
increase in sales to its use. The 
shelf is a practicable modern method 
of displaying merchandise and show- 
ing shoes. It not only shows them, 
but sells them without effort, saving 
time and clerk hire. It is, too, the 
greatest odd and ends seller yet de- 
vised. 

“As this shelf is adjustable, it 
does not take up any space whatever, 
for it may be operated from any 
angle. It can be used in the very 
finest stores with great advantage. 
By showing odd lots on the shelf, 
these profit eaters are turned into 
profit producers. This is done me- 
chanically at a very slight expense. 
I know from actual experience that 
it has been the means of our getting 
rid of all our end sizes much more 
profitably than the usual method of 
trying to remember all the supposed- 
ly dead ones. 

“Styles are usually killed in the 
merchant’s mind first, long before 
his customers are aware that the 
style even existed. By having these 
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numbers out in the open, lots of 
people will see them, customers to 
whom we would not dare show these 
styles, readily buy them. It is sim- 
ply a case of getting the size selected 
by the patron. 

“The thought behind all this is to 
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Cross section of the shelf 


make a shoe store appear like a place 
where shoes are sold, not a place 
where shoes are stored or hidden 
away in boxes. We all know that we 
sell just what we show. The more 
shoes we show, the more shoes 
we will sell, provided they are shown 
in an attractive manner.” 
~ * * 


New Way to Build Up Credit 
Business 
E are indebted to the Chicago 
Nettleton store for this idea. 
A form letter was sent out over the 
signature of H. W. Cook, the presi- 





The Manages. 
ETON St 


1 
THE NETTL OP, 
WHEREVER ge LOCATED. 










Mr. Bernard C. Bowen : 
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dent of the parent company, to a se- 
lected list of well rated men whose 
trade the Nettleton company desired 
to obtain and retain. The letter ran 
as follows: 

“We are very anxious to secure 
your business for our retail shops at 
26 North Clark Street (Conway 
Building) and 222 South Michigan 
Avenue (Railway Exchange Build- 
ing). 

“The enclosed card is sent you for 
your convenience and will establish 
your credit at either of these stores 
for your needs in shoes. On presen- 
tation to the manager, you will be 
accepted as a charge account with- 
out any formality whatever or any 
questions asked. 

“We are hopeful that this will 
prove to be a service which you can 
utilize to advantage. Your business 
will be welcome.” 

Enclosed with the letter was the 
credit card which is reproduced here. 
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wr the new colors adapted 
for the spring of 19£7-- 
Rose blush ir aspured a strong 
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“There and all other spring colors 
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Write for color ca 
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FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Boston Chicago SanFrancisco Cincinnati 
Milwaukee Montreal St. Louis New York 
Northampton, England Paris, France Frankfort, Germany 


Branches : 
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io edit Man When 
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Buying Orders 
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HE orders you take come 
under the watchful eye of the 
credit man. 

How about the orders your 
company places—the orders that 
you make? 

If the reliability of the manu- 
facturer is checked when you sell 
it should be checked when you 
buy. 

Whether his is a dependable 
source of purchase is important to 
learn before—not after his prod- 
ucts are in your plant. — 

What can you expect in the 
way of prompt and continuous 
deliveries? 

W hat about quality uniformity? 


Has he the ability to finance 


your orders? 
* * &* 


A reliable aid is here—in this 
publication. Most of the manu- 
facturers in this issue have been 
running their advertising in this 
publication continuously year 
after year. 

They are established. They do 
not advertise something they can- 
not deliver. They cannot deliber- 
ately exaggerate product merit or 
institutional service. 

Why? Because this publication 
is A.B.P.—meaning it is a mem- 
ber of the Associated Business 
Papers. This means, broadly, 
that this publisher has that basic 
A.B.P. requirement—integrity. 

If a product you need is not 
advertised in this publication, ask 
the publisher to direct you to a 
reliable source.” 


This publication is a member of 
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The ASSOCIATED BUSINESS PAPERS, Inc. 











An association of none but qualified publications reaching 
the principal fields of trade and industry 


220 West 42nd Street, 


January 15, 1927 








New York, N. Y. 
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ping Power. 
4 Swift-Certain-Resistless! 


N THIS page are two pictures 
of the C. J. E. Anderson 
store at ae Illinois. “sol 
is a typical store in a typi 
American town having neither 
unusual advantages or unusual 
disadvantages. 


@Into this store comes Kelly 
Service and in a few days’ time 
every dollar’s worth of stock is 
sold--and sold at good prices. 


That is Selling Power. 





THAT IS KELLY SERVICE 




















J. E. ANDERSON wanted 

* to sell his entire stock. 
Kelly Service sold it. 
@QWhat you want--whether it be 
the sale of all your stock--or a 
part of your stock--Kelly Service 
will deliver quickly, cleanly and 
profitably. 
QThere is a drive behind Kelly 
methods sure to sweep aside the 
obstacles between you and the 
business you want. 








ONE fact stands out supreme--weak, feeble, selling methods can produce 
nothing but disappointment. There must be strength in your selling and 
strength is a matter of comparison. 


(Compared to a child a man is strong. 


Late winter selling resistance is lion-like in strength. 
strength the trade pulling power that 


Compared to a lion he is weak. 
Add to your selling 
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Goss-ROGERS CALL 
KELLY SERVICE 


' “AMAZING” 
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WHEN you can sell all--you can sell any part. 
@The constant success of Kelly Service in closing out stocks 
completely is an absolute assurance that what you want sold 
will be sold in your Kelly campaign. 


@For the Dickson Co., Clinton, Massachusetts, Kelly Service 
sold every dollar’s worth of stock. For Henry Kraft, Groton, 
South Dakota, Kelly Service did the same. For Goss-Rogers, 
Tulsa, Oklahoma, Kelly Service sold every dollar’s worth of 
their $34,000 stock. Gross sales run $39,000. The Goss- 
Rogers store was but 15 feet wide and 50 feet long. 


@Whether you want stocks reduced or closed out you want 
the best in selling service. You can’t get better than the 
best--you can’t afford less than the best. 


@Kelly Service is your one choice. | When Kelly Service 
swings into action you'll know your goods are —— 
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GRAFENSTEINS 
GOLD HILL, NEVADA, 








The T.K.Kelly 
Sales System, 
Minneapolis, Minn. 
Gentlemen: 
Knowing that your plans are 
free and confidential, I want you to 
explain how you will close out my!business 
profitably and dispose of all my stock'and fixtures. 


My stock inventories $ 





My business last year totaled $ 


Up--up.-UP you go to reach Goldhill, Nevada. Per- 
haps it is winter and you are driving a car. Then 
you have traveled through bitter cold in low and 
second gear for the last 12 miles before you stopped, 
at an elevation of 8,000 feet, in front of the 
Grafenstein Store in Goldhill. 
QIf it was just that day you arrived within the ex- 
tensive borders of Storey County, where Goldhill is 
located, the population of the county that day prob- 
ably reached 1,470. Most every other day it is 1,469. 
How bleak and stark Goldhill stands--huddled there 
in the-cold of the desert winter. 
@Ad4d to all this an air of discouragement--an “‘about- 
to-be-deserted” appearance and you have Goldhill 
exactly as it appeared to the Kelly operator who 
arrived some 4 weeks before Goldhill’s only mine-- 
Goldhill’s one reason for existence--closed forever. 
The Kelly operator was sent to close out the $14,000 
stock of the Grafenstein store. 
@There could hardly be a more discouraging pros- 
pect--and yet in 16 days’ selling every dollar’s worth 
of the stock and fixtures were sold. Gross receipts 
were over $15,000. 
With conditions almost equally severe--Kelly Ser- 
vice closed out profitably the $25,000 stock of W. E. 
Stepney, Alliance, Alberta, Canada. A glance at 
the picture of his store tells the story. 
Constantly Kelly Service is writing into its record 
such big outstanding successes--successes that 
will be repeated at your store. Just fill 
out and mail the coupon below--a 
~ full and confidential outline of 





Signed without obligation 


Firm name 


Kelly selling plans will be 
sent to you at once-- 
free of charge. 








Individuals, name and position 


ad 





Address 
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In Cities Hamlets and 
Mining Camps alike-- 
Kelly Service Gets Results 





January 15, 1927 BOOT AND SHOE RECORDER 


_ 


)\\' 





WT 


f Revels 8t 1927 \ 


| ~ that the 
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Bal. Oxford df Ruep- 
‘ 
ing’s new color 112 
Calf. Orange and blue re 
stitching. Flanged U. 
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heelfsquare nickle HARSHLINE SHOES | 
eyelets. [Statler last. 
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1927 
a HARSHLINE YEAR! 


Harsh & Chapline Shoe Co. 


NORTHWESTERN DEPARTMENT CRADDOCK TERRY CO. 
MILWAUKEE 


Makers of the famous LION BRAND every day shoes — LEADERS in QUALITY — for over 
twenty years, 
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Frankfurt A/M, Germany 


Northampton, Eng. 
Leicester, Eng. 
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SOLD ALL OVER THE WORLD 


PFISTER & VOGEL | EATHER Go. 
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Branches 
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MILWAUKEE, WISCONSIN 





will be found in the lines of many 


of America’s leadin 
turers of style footw 


Chicago, the Pfister & Vogel 
Colored Velours Calf 
and 
Lotus Calf 
Specify these leathers to your 


leathers 
Color card mailed on request. 
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New York 
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DRISC 


REGISTERED U.S. PATENT OFFICE 


Pee 


The Most Wear and Water Resisting Leather 





FOUR SUPERIORITIES COMBINED Read These 


The perfect sole leather com- Amazing Comments 


b ‘“‘Answering your letter to Mr. Drain regard- 
ining flexibility, more wear, ing the Drisole kiddies’ shoe: The soles on 
this pair of shoes have -_ absorbed “— 

: : ° water as yet, and we have had quite a bit 
water-resisting, and non-skid- of wet weather since the little girl has been 
wearing them. We thank you for the op- 

portunity of trying them out and we feel 
certain that Drisoles will be very 


ding qualities. It is the only » mon lg particularly in a climate lik> ours 
leather of its kind in the world. sees Sea rarer rages ote ee 


W ‘is waukee store, said: 
¢ are proud of Drisole. Y ou “Under separate cover we are returning the 
trial pair of shoes you sent us. We gave 
° these to a sturdy boy about 10 years old. 
WL e too. He wore them every day for about four and 
one-half months, when he returned them to 
us. We found that the soles had not gone 

through.”’ 


An excerpt from a letter from the May Trot 
Stores of Detroit: 

y “They have shown very satisfactory wear 

and the writer believes that you have a sole 

that will give the wear that people expect.” 


+ 
To further test the wearing qualities of 
Drisole, a sample of the leather was used in 


Pp re-soling a pair of shoes worn by William 
Kohlharat, a carrier in the Cuday (Wiscon- 
sin) postoffice. On December 15th, 1926, Mr. 

Kohlhardt ¥eported: 


“On September 15th, whole soles were 
placed on shoes which I have worn six days 


to your Manufacturer a week since that time, a period of three 

months. I travel twelve miles daily and 
walked more than 800 miles before the soles 
were worn through.” 











DRISOLE TANNING CO. MILWAUKEE 
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as and ‘ me 
RISOLE 


to make them yell and wear 


oetter/ 


To the already recognized leadership in quality and design 
. . . Cedar Grove has added DRISOLE to ‘Chums’ for 


greater value. 


Now the merchant can assure his customer not only of 
correct lasts and up-to-the-minute style but also of super- 
lative service and wear, for DRISOLE is the most wear 
and water resisting leather known. 


Write us for our catalog of 1927 styles. 





CEDAR GROVE SHOE CO. 


CEDAR GROVE, WISCONSIN 
CLAYTON SHOE CO., CHICAGO DISTRIBUTOR 
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FREEMAN SHOE: 


AND ALWAYS 


























Morrison 


No. 669. Black Ivory, 
Round Black eyelets, 
semi-soft box-toe, full 
leather heels, buck 


Last. 
In stock A to D 


$3.35 
Less 2%, 10 days 


EMAN SHOE 


{ Belott, Wis. 
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The Bristol 


No. 68. Tan _ Ivory, 
Jumbo Blind — eyelets, 
semi-soft box toe, Wing- 
foot Heels. Buck Last. 


In stock A to D 


$3.25 
Less 2%, 10 days 


EMAN SHOE M 


{ Beloit, Wis. F 
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No. 0848—Blucher Oxford of Ruep- 
ing’s New Color 113 Calf. Grooved 
sole and leather heel. Criss-cross 
bottom finish. Sophomore last. The 
newest in eyelets—The Braemore, in 
black and nickel. Black stitching 
IN STOCK February ist, B, C and 
D, 6 to 11. 


“I want a real smart shoe.”” How many 
times have-you heard that demand from 
your young men customers—and from 
the older ones too? Have you been able 
to give them what they want? 


BOB SMART SHOES are smart 
shoes—and they’re just what the 
fellows want! : 








BOB SMART SHOE COMPANY 


MILWAUKEE, WISCONSIN 
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QUALITY SHOE MARKET OF AMERICA 


THE STANLEY DUTTENHOFER SHOE THE JULIAN & KOKENGE COMPANY 
COMPANY 


THE ROTH SHOE MANUFACTURING CO. 
THE VAL DUTTENHOFER SONS COMPANY 
THE KRIPPENDORF-DITTMANN COMPANY 


THE HOLTERS COMPANY THE VOLLMAN-LAWRENCE COMPANY 


THE CHARLES MEIS SHOE COMPANY THE SCHEIFFELE SHOE COMPANY 


THE P. SULLIVAN SHOE CO. 
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If the shoe fits—put it on! 


In these days of foot-fashion, when feminine feet (bless their 
soles!) are so much in the public eye—there is a great deal 
of talk about style, and design, and color combination, and 
this, that and the other. 


This is as it should be, of course, for it is good that the 
American woman has become shoe-conscious—good for her 
and good for us who make and sell footwear for her ladyship. 


But, in the midst of this flood of fashion, let us remember 
that, first, last, and all the time, fit is the important thing. 


Let us keep woman s/oe-conscious by all means—but let us, 
under no circumstances, allow her to become foot conscious. 


The store that sells a woman a pair of shoes that hurt her feet 
not only loses that woman as a customer, but loses every 
woman who comes within range of her voice for months to 


come! 


The answer, naturally, is a wide range of sizes, and a wide 
range of sizes automatically introduces our old friend, Ade- 


quate Stock. 


A shoe dealer once remarked, “When manufacturers preach 
‘Adequate Stock’ to us, they remind me of what Mark Twain 
said of the weather: ‘Everybody talks about it—but nobody 
does anything about it!’ ” 


This merchant may have been right at the time, but he’s all 
wrong now—at least, with respect to the Cincinnati market! 
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For Cincinnati shoe manufacturers have a well-earned repu- 
tation for quick deliveries. The central location of the mar- 
ket—the always available supply of skilled labor, and the in- 
stock service on staple numbers maintained by practically 
every Cincinnati manufacturer, make painless purchasing 
possible. 


All these Cincinnati market advantages enable you to carry 
a full size assortment in each style without turning your 
store into a warehouse and without tying up your capital. 


The modern merchant who loses a sale or a customer because 
of his inability to provide a fit .. . has only himself to blame. 
If the shoe fits—put it on! 


this on your size sheets! 


The “how” of an adequate stock is frequently a problem. 
Every shoeman realizes its importance, but how to secure it 
is the question. Many stores keep detailed records of the 
“fastest selling shoes” on size sheets—these sheets showing 
the number of pairs “in stock,” the number of pairs ordered, 
and the number of pairs sold, as well as the sizes and the 
styles. At the end of each day one of the clerks checks over 
the day’s sales slips and enters the sales on the sheets. The 
proprietor can tell from day to day just how his stock is mov- 
ing and what shoes to buy, and so keep on hand an adequate 
stock of his fastest sellers. These detailed records act as a 
business barometer—for it takes only a glance to tell what 
shoes to push and what shoes to buy in order to maintain an 


adequate stock at all times. 
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“The Ileana’’ 


In patent leather with Paisley trim. 


Simply wonderful in Roseblush patent trimmed in 
gingham. 


K. D. fashion welts for spring present an unusual 
atray of light, airy patterns. They are beautiful 
to say the least. 


Discriminating merchants are buying them. 


co 


BRS? 


THE KRIPPENDORF-DITTMANN CO. 
CINCINNATI 
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Foot Rest Shoes 


are Stylish. Scientifically built 
with R. L. C. Pad, thus producing 
the fit resulting in satisfied “repeat 
customers.” 

FOOT REST SHOES retail at 
$10.00 and up. Write immediate- 
ly for information regarding 
Agency. 

23 Styles in Stock Department. 


The BOBBIE 


The CLAYTON (2 strap pattern) 


The ESTRELLA 


EXCLUSIVE “FAST-SELLING” STYLES! 


Retail at 
$7 


Five Weeks Delivery 
McKays Welts Turns 


Many other patterns and lasts in our 
complete line. Will arrange for in- 
spection upon you wiring or writing 
us. Don’t Delay! 


THE VOLLMAN LAWRENCE CO: 


CINCINNATI 
























Ke 





\ E admit she sets a dizzy 


pace in shoe styles. She 
changes the last word in foot- 
wear almost as fast as it can 
be written in leather. And at 
the same time demands next-min- 
ute smartness at pre-war prices. 


But Fannie Flapper is legion— 
she represents a mass market with 
millions to spend. The shoe mer- 
chant who keeps up with her isn’t 
going to lie awake nights worry- 
ing about business . 


And we’ve made the “keeping 
up” easy with our high-style Hol- 
ters’ McKays! Every one a Fifth 


The Bellair 


A tie-strap of patent with trimming of 
iridescent kid. Spike wood heel. Made 
to your order in four weeks. 


Minneapolis Office: 
723 Boston Block 
G. S. Sanders, Mgr. 
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Avenue model at an Eighth 
Avenue price. For instance, 
the Bellair shown here. 
Patent, of course, with trim- 
ming of iridescent kid. Cut 
to the instep to give the chiffon 
stocking a chance, and with a chic 
tie as the finishing touch. Imagine 
such a shoe lingering on your 
shelves when you can price it 


under $8.50! 


This model and every other one 
in the Holters line can be made up 
in a jiffy! We make ’em fast, and 
they sell the same way. The de- 
tails are yours for the asking. 








The Holters Company, Branch of The United States Shoe Co. 


Sixth and Sycamore Sts., Cincinnati, Ohio 


Coast Representative: 
Art Naftzger 
Hotel Gowman, Seattle, Wash. 








HOLTERS’ McKays 
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Super-Flexible Shoe 


The “tLe Gera Process” has brought to the shoe 

The Regis world an outstanding contribution. Through it 
we have developed a line of super-flexible, light, 
airy, and fashionable footwear. 


The flexible feature is equal to that of the finest 
turns; and the interior finish is as smooth as the 
highest priced welts. 


Your most discriminating trade will immediately 
appreciate these outstanding merits of turn and welt 
construction when coupled with Sullivan Style. 


Never before have careful shoe buyers been 
~ offered a line of shoes so full of real profit possi- 
The Corinne bilities. It will pay you to investigate. 


The PY. Sullivan Shoe Company 


CINCINNATI 

















BOOT AND SHOE RECORDER January 15, 1927 


““\We moved 
577 pairs in 
November” 


| ten hundred and seventy-seven pairs of the same 
brand in one month—that’s turning shoes into cash 
pretty fast, isn’t it? Yet that is exactly what Scruggs, 
Vandervoort & Barney of St. Louis did with The Flexridge 

















Shoe in November. Here is what they have to say about ————] 
this phenomenal shoe: 


“THE UNITED STATES SHOE COMPANY, 
“Cincinnati, Ohio 
“Gentlemen: 
“Now that we have completed our first year as St. Louis representatives of The Flex- 
ridge Shoe, we believe you would be interested in knowing of our success with this 
shoe. 
“Our initial order of Flexridge Shoes was for 1800 pairs. During the entire twelve 
months, we purchased a total of 5,444 pairs. In November we moved 577 pairs of 
Flexridge Shoes. 
“We consider this record unusually good, especially as this was The Flexridge Shoe’s 
first year on the market. We confidently expect still greater sales during 1927.” 
Very truly yours, 
Scruggs, Vandervoort & Barney 


By N. 71. a a ae! 





PLENTY OF 
REASONS WHY 


The reasons for The Flexridge 











Shoe’s instant success are quickly 
given: The shoe is different from 
every other shoe made. Flexridge 





is patented. It is a modern shoe— ‘T ‘HE success of this St. Louis Store with The 


made for sidewalks as well as the 
show-window. Broad tread, fiex- 
ible heel, rigid arch, gapless ankle, 
glove-snug heel that won't rub 
away hosiery—Flexridge has them 
all. A shoe you can talk about— 
a shoe you can sell! 


“tHe FLEXRIDge 














Flexridge Shoe has been duplicated in city 
after city throughout the country. The shoe has 
“gone over with a bang”—no question about that. 
There is a chance that exclusive representation in 
your territory is still open. Better write us at once. 


THE DUTTENHOFER BRANCH 
of The United States Shoe Company, Sixth & Sycamore Sts. 
CINCINNATI, OHIO 





}, 1927 
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HIRTY-EIGHT different styles 

in children’s shoes—more, by far, 
than the average shoe store carries— 
and all in stock, ready to ship the day 
your order arrives. That’s the kind of 
an In-Stock Department The Scheiffele 
Shoe Company offers you! 


And these shoes are not the garden 
variety of stock shoes. Every number 
is a prim little, trim little juvenile 
shoe, with all the stylish smartness of a 
grown-up model. Snappy sport ox- 
fords, distinctive strap patterns, high- 


THE SCHEIFFELE 
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38 smart juvenile styles 
...and all IN-STOCK ! 








stvle pump patterns, walking oxfords, 
baby welts—they are all included in 
the numbers now waiting in our ware- 
house. 


With such an In-Stock Department 
at your beck and call, there’s no need 
for you to load up on a lot of chil- 
dren’s styles. We'll be your ware- 
house—stock the shoes till you need 
them, then let you have them quick 
when you need them. 


Our new catalog shows all the 38 
patterns now ready. Send for it! 


SHOE COMPANY 


Branch of the United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


Chicago Office: 


E. B. Slocum, Mgr., 
Room 1826, Republic Bldg. 


Cleveland Office: 


John J. Santry, Jr., Megr., 
1538 Union Trust Bldg. 


Smart Shoes Like These—In Stock 





The Helene No. 537—Pump - <x 
with wood covered heel. Sizes 2% to 8 
AA to D. Price, $4.35. 


OO 








eho, 





The Joan No. 585—One-strap, in pat- 
ent with Fantasy calf strap and overlay, 
wood heel. Sizes 2% to 8, AA to D. 
Price, $4.25. 


No. M585—As above. Sizes 11% to 2, 
B to D. Price, $3.15. 


No, 585 also carried in stock in Stroller 
tan calf with Fantasy trim, and in Rose- 
blush calf with Fantasy tri at $4.35. 
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APPROVED 


by the American Woman 


The Foot Saver Models, shown on these 
two pages, are nationally advertised in 
magazines read by women in more than 
414 millions of the best American 
families. 


Discriminating women throughout the 
country—and in your town—APPROVE 
these Foot Savers for their smart style— 
their matchless beauty—their marvelous 
fitting—the wonderful ease of action and 
grace of step they give to the wearer. 


These Foot Saver Stock Models are SAFE 
shoes for you to feature. Foot Savers 
sell so fast and so clean that merchants 
invariably refer to them as “The non- 
inventory Line.” 





Cash in on Foot Saver’s tremendous ad- 
vertising investment—lessen the demands 
on your working capital—by selling the 
fast-moving, big-profit Foot Saver. 





THE JULIAN & KOKENGE CO. 


Makers of the famous J & K 
Arch Fitting Shoes for Women 


East Fourth Street 
CINCINNATI 





The MODE—No. 377—price $6.85. 
Black patent leather two strap, black 
ooze inlay, 14/8 patent covered heel, com- 
bination last. Complete sizes AAA to D. 
Stock No. 378—price $6.60, 

Same as No. 377, in black kid, leather 
heel. 


























AT TTT TTT 





mn 
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LCDI SAVERS wn stock 
READY TO SHIP 


Here are Foot Saver Shoes in complete sizes and widths, ready for your 
immediate demands. By featuring Stock Foot Savers it is not necessary 
to tie up large amounts of money in stocks of your own—in fact, these 
Stock Models enable you to do business practically on our capital. For 
maximum profits and satisfaction, concentrate on FOOT SAVERS. Send 


the Stock Booklet. 








The CHAPERON—No. 386 — price 
$6.35. 


The TRUDIE—No. 387—price $6.50. 
Patent leather three eyelet open work 
tie, 14/8 wood heel, combination last. Black kid, five eyelet tie, patent tip and 
a — — $8 “a trimmings, 14/8 leather heel, combination 
seme — 387, pc a in bright gun metal last. Complete sizes AAAA to D. 

calf quarter with black kid vamp, leather 
heel. 




















The NOME—No. 381—price $6.85. 
Patent leather three button, 14/8 patent 
covered heel, combination last. Complete 
The QUADRILLE — No. 383 — price sizes AAA to D. 

$6.15. Stock No. 382—price $7.35. 


Black patent leather four strap, 13/8 Same as No, 381, only in black kid, kid 
leather Y¥: combination last. Complete covered heel. 
sizes AAA to D. Stock No. 385—price $7.85. 


Stock No. 884—price $6.35. Same as No. 382, in brown kid, kid 
Same as 883, only in black kid. covered heel. : 


MMM 
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PATENTED SHOE 


for WOMEN 


1—2—3, and another BAND-GRIP sale is made. Always quick, always 
easy because the BAND-GRIP selling features demonstrate themselves in- 


stantly. 
There’s a tremendous field for 


the BAND-GRIP (patented and 
wholly unlike any other shoe). 


Study the sketch ... the open 
view indicates how the BAND- 


GRIP is designed to support the 
sides as well as the bottom of the 
arch. The band is lasted in with 
the upper leather and pulls the 
sole and inner sole up into the arch 
when the laces are tightened, giv- 
ing the wearer the support of a 


eae . Sto ck good. 


Black Kid, with gray kid lining, 13-8 Cuban heel, 
Wingfoot rubber top lift. 
On B. W. 


(Business Woman) 
Combination Last 


AAA to EEE 


Extra charge for extra 
sizes and for triple E’s. 


$5.20 


net 30 days 


No. S-416 





Every sale carries a_ substantial 
profit and makes a repeat customer 
for you because satisfaction will 
bring her back, ... to your store 
because “the other fellow” hasn’t 
the BAND-GRIP nor anything as 


The Marlow 
On B. W. 


(Business Woman) 

Combination Last 
One of the dressy Correc- 
tive shoes we carry in 
stock. 
Black Kid, with gray kid 
lining, 13-8 Cuban heel 
Wingfoot rubber top lift 


AAA to EEE 
Extra charge for 
extra sizes and for 
triple E’s. 


$5.20 


net 30 days No. S-419 


Our salesmen are iy in their territories carrying complete lines of ROTH, MAY MANTON, 
. W. and BAND-GRIP samples. Write for appointment. 


He ROTH SHOE”4e. 


2 CINCINNATI ¥ 


New York Office: Marbridge Building, 34th Street & Broadway, A. B. CLARK, Representative 
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Are you getting a 
“style-selection profit’’? 


There is a new profit in shoe merchandis- and study to fashion trends and who as- 
ing today. It isa “STYLE-SELECTION sociate themselves with manufacturers 
PROFIT.” Any merchant can order that lead in the style field place them- 
shoes, and stylish shoes at that.- But, does selves in a position to command a “Style- 
every merchant know exactly what pat- Selection Profit.” This profit represents 
terns, lasts, colors and materials to pur- your service to fashionable dressers. Its 
chase at a given time for a given number size depends upon your ability to com- 
of fashionable women in his community? mand it. 


Hardly. Oe ae - 
Our organization is in a position to help 
Those merchants who devote much time merchants earn this new profit. 


THE STANLEY DUTTENHOFER SHOE CO., Cincinnati 


“The Lola Tie” 


Pastel Parchment with a Rose 
— vamp. 14/8 Wood covered 
eel, 


“salable to the last pair’ 


oy 
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SPRING NOVELTIES 


IN DEMANDED STYLES and COLORS 
at Prices that COMPEL Attention— 


$300 $350 


3767 — Rose Blush 
Calf Slashed 2-eyelet 
Tie, Saddle cut-outs, 
Paisley Mother Pearl trim, 
Patent Abbo tip and saddle, 
20/8 Abbo covered spike heel, 
silk ribbon lace, A to C..$3.85 


4049—Stone Parchment Calf 2-eyelet 

Tie, square toe, mesh covered Octagonal 
Cuban heel, combination stone and mesh 
vamp, perforated, A to C 


4048—SAME. Gray Calf self covered Cuban heel. 
Cc $3. 
4088—-Pastel Parchment Calf 4097—Pastel Parchment Calf 
One Eyelet Tie, Paisley Mother One Strap, Paisley Mother Pearl 
Pearl trim, 20/8 Paisley Mother Quarter, heart cut-out, Patent 
Pearl covered spike heel, Abbo inlay and trim, 20/8 Abbo 
Cc covered spike heel, A to C...$3.50 


SMART ~ STYLISH ~— DISTINCTIVE 


4086—Pastel Parchment Calf, Tear- 4085—Pastel Parchment Calf Gore 
drop Eyelet Tie, Paisley Mother Pump, Patent Abbe quarter, Com- 
Pearl eyelet stay, cut-outs on bination Pastel and Abbo Bow, 
side, Paisley Mother Pearl cov- Pastel covered 20/8 spike heel, 
ered Cuban heel, A to C.$3.50 














4087—Pastel Parchment Calf Teardrop Eyelet Tie, Patent 
Abbo quarter, 20/8 Pastel covered spike heel, A 
$3.50 


3995—Patent Chrome Eyelet Tie, Patent Iri- 
descent tongue and inlay, Iridescent covered 
16/8 spike heel, B to C $3. 


These are only eight of our many styles but each is a veritable proof 
that fine salable Footwear does not necessarily call for high prices 


Foot-Light, thl. Pe ae een tee gee aes : 
dann a8 to o ia Th e ( ‘| 1A R I LES M EIS SI (e)3 Be DY, Pi ANY oe in ae order _ 
press in a few days. All _ | CINCINNATI and it will get immediate 


r t attention. Our service is 
spring styles will be RIN B : 
ERS 5 é N, OHIO unexcelied. 
shown. 
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1876—“Fifty Years of Service” —1926 


WHY NOT TAKE STOCK 
OF YOUR INSURANCE? 


As you approach the time when you take stock of your merchandise, the ques- 
tion naturally arises—‘‘Why not take similar stock of your insurance? Why 
not figure out just what kind of insurance protection you have and how much 
it is costing you?”’ 


Insurance is not like merchandise—it runs out at the end of the year without 
any special clearance or sales effort. When it has run out—or before it runs out 
—the careful merchant always provides for a new stock, because, under emer- 
gency conditions, it is fatal to be without it. 


In connection with your other invoicing or as your various policies mature, we 
suggest that, before you place any renewals, you check up, cold-bloodedly, on 
the actual value and cost of the insurance you have, and then compare these 
values and these costs with what the Central has to offer. 





The most careful investigation will demonstrate that Central 
policies offer the highest quality of insurance protection at a 
saving of 30% in cost. Such a proposition is bound to be 
of vital interest to the careful buyer. We will be glad to 


give you full information upon request. 


Jhe CENTRAL 


Manufacturers Mutual Insurance Company 
of Van Wert. Ohio. 




















Fire and Automobile Insurance for Select Risks 
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The New Crawford Shank 
cAbsorbs the Shocks of Walking 


“FZ >, 
~ +7 4A) 
HE human body, like Za Sa or. 
that of the automobile, < Sy YG = 
we . os v Ps Ti, —' 2 ) , 


suffers less and lives longer 
when the vibration of daily 
service is lessened by a 
scientifically correct means. 


In walking, when the full 
weight of the body is on 
the foot, the sliding action 
of the shank allows for the 
natural flexing of the foot. 
As the weight is taken off 
the foot, the shank returns 
into position, holding close 
to the arch at all times. 





THE CRAWFORD ARCH Sup- 
PORTING SHANK embodies 
the combination of rigidity 
and flexibility. The life, ap- 
pearance, and the comfort 
of every shoe depends on 
its shank construction. 











Specify Them in All 
Your Shoes 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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FAMOUS BOOTS WILL MAKE 
1927 A “GOOD YEAR” 


Gold Seal boots are made in 
Shorts, Storm King, Sporting, 
Hips, either in the all gum or 
that wonderful duck construc- 
tion—“No Tear”—which is built 
for the hardest of wear. And 
they all carry that famous “Gold 
Seal” label—a standard of super 
quality since 1872. 


Snag-Proof “Red Skin” Boots 
are made to meet the require- 
ments of hard service. Special 
heavy fabric leg form—fric- 
tioned with pure gum compound 
and covered with an extra coat 
of heavy pure gum rubber. Made 
with a full double sole and an 
extra inner vamp. Sizes in 
Short, Storm Kings, Sporting 
and Hips. 


E. Stout’s Patent Snags (duck 
boot) has been known for over 
a half century as real business 
builders. 


Gold Seal famous “No Tear” Snag-Proof “Red Skin” and 
and all gum boots E. Stout’s Patent Snag 


Display Material 
A new Gold Seal—Snag-Proof ser- ial : : atti 
vice station opens this month at 301 Salesmen are now in their territories 
Congress Street, Boston, Mass. This with samples showing the complete line 
service station provides better facilities of Gold Seal and Snag-Proof quality 


rahe y friends in New England. numbers. If you want better satisfied 
on customers—more profits—wait until a 


We cordially invite you to visit us and salesman calls. If in a hurry—just drop 
look over our line for this year. us a card. 


Write of the service stations Usted 
Sateen’ for prices and information. 


“Quality Considered—Prices Are Competitive”’ 


GOODYEAR RUBBER CO.—LAMBERTVILLE RUBBER CO. 


Duane St., New York City 375 Sibley St., St. Paul 301 Congress St., Boston 
3a! Se. Franklin St., Chicago 1103 Washington Ave., St. Louis 26 No. ‘uth Se., Philadelphia 
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— 
ANID ON ont tn oon 7 





















BOOT AND SHOE RECORDER 





January 15, 1927 








Give a Man a Horse 
He Can Ride— 


Old Ballad 


WANDA 


Rose Blush Kid, One-Strap—With Sauterne 
Applique 





RITA 


Pat. Leather Oxforette yy Calf 





Insert—In Stock Childs," and Grow- 
ing Girl 


aes 
\ SHVUES 


DR. A. POSNER SHOES Inc. 







No matter how good the rider—if the steed fails, 
the race is lost. 


To the shoe merchant, his horse is his shoe 
stock. 

It must have the qualities of the thoro- 
bred. It should have pedigree, which is in 
shoes, reputation of the maker—stamina, the 
ability to stand up under grilling usage—good 
lines, which in his shoes means proper styling— 
and good grooming, the shoe parallel being 
highly specialized co-operative service. 


APPLY ALL OF THESE TO 


0% PYSNER’, 


SHOES 


They have a record of two generations in the shoe busi- 
ness, specializing on footwear for children, behind them. 
SERVICEABILITY. Every pair of the best and sturdiest 
leather stocks in their class, put together under. Brooklyn 
standards of workmanship. 

STYLE. The two numbers illustrated are but examples of 
the beauty of design and close following of the mode that 
typifies the line throughout. 

SERVICE. Protected agencies.. A complete in-stock ser- 
vice; advertising co-operation; and unusual customer 
contact. 


We will be at the 
Washington Convention 


WILLARD HOTEL 


Talk the proposition over with us there—Or write direct 











EXECUTIVE OFFICES AND DISTRIBUTING HOUSE 


140-142 WEST BROADWAY 
NEW YORK CITY 
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On to Washington 


UR Thirteenth Annual Convention will indeed go down in history as the 

one where the biggest forward step was taken by our organization. Three 

years ago, we conceived the idea of a regional association, taking into our folds 

the shoe retailers from New Jersey, Delaware, Maryland, Virginia and the Dis- 

trict of Columbia, in order that they, too, may profit by association work. During 

these years, often we felt that our efforts were in vain, but with the association’s 

spirit of cooperation and determination, we prosecuted the work all the more 
vigorously, that now we have reached our goal. 


At this Convention, to be held in Washington, January 24, 25 and 26, the con- 
summation of the regional association will take place. A constitution and by-laws 
will be adopted, and a new name selected. The one recommended by the Con- 
stitution and By-Laws Committee, and approved by the Board of Directors, is 
“The Middle Atlantic Shoe Retailers Association.” 


Come! Let us have your wisdom, to put this new association across in a big 
way. Every shoe merchant will profit by it. 


Yours for a successful convention, 


PENNSYLVANIA SHOE RETAILERS ASS’N, 


President. 















l Liv, 


3634 — Pastel parch- 
ment two eyelet tie 
with heel and _trim- 
rae of Abbo Patent 
18%4/8 full breasted 
heel. Silk French 
corded. Kid lined. 


3632 — As above in 
black patent leather 
with Paisley trimming 
and heel. 


3633 — As above in 
Abbo patent with 
Paisley trimming and 
heel. 


3635 — As above in 
grey kid with grey 
shark trimming and 
heel. 


Widths A to C 
Sizes 2% to 8 
Price $4.00 
2348—Pastel parchment one eyelet tie with tip, collar and heel of 
roseblush kid. Abbo patent patch on toe and quarter. 19/8 full 

breasted spike heel. Silk French corded. Kid lined. 
2349—As above in 13/8 Cuban heel. 
2350—As 2348 in patent colt with tip, collar and heel of roseblush 
kid. Paisley patch on toe and quarter. 
2351—As above in 13/8 square Cuban heel. 
2352—As 2348 in Abbo patent with Paisley tip, collar and heel 
and roseblush patch on toe and quarter. 
2353—As above in 13/8 Cuban heel. 
Widths A to C. Sizes 2% to 8. 
Price $3.60 
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3628—Pastel Parchment pump with heel and 
in of Abbo patent. Silk French corded. Kid 
li 1834/8 full breasted heel. ; 
3627—As above in patent leather with heel and 
underlay of Paisley calf. 3 
3636—As above in Abbo patent with heel and 
underlay of Paisley calf. 
3629-—As above in grey kid with heel and underlay 
of grey shark. 

Width A to C Sizes 2% to 8 
Price $4.00 


ELECTRIFYING STYLES THAT WILL INSTILL 
PEP INTO YOUR SPRING SALES 


SEE BLEECKER 


AT DALLAS 
Jan. 30-31, Feb. 1-2, 1927 


“Shoes That Anticipate The Styles That Sell” 







Mhiateas 







AVE W 






Stylists 


138.149 DUANE. ST. riginalors 


PHILA., 17 No. 4th ST. 


ANA tt tatltle tite ttefebe tbl Phebe bet btedld 


ray trite ARE ee aay 


YORK CITY 


BOSTON OFFICE: 216 ESSEX ST. 
DETROIT, 418 LAFAYETTE BLDG. 


ADOLPHUS HOTEL 
Rooms 936-937 
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Cal J. Mensch, 

Managing Di- 

rector and Sec- 
retary 


eel and 
. Kid 


el and 

i of Lee. Reineberg, 
Yort, Pa.; 

pleriey Treasurer 








Charles Cleres, 
Philadelphia, 
Chairman of 
Publicity Com- 
mittee 
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NE of the first bits of busi- 
O ness, and the most impor- 

tant, to be transacted at the 
thirteenth annual convention of the 
Pennsylvania Shoe Retailers Asso- 
ciation at the Hotel Willard, Wash- 
ington, D. C., Jan. 24, 25 and 26, 
will be that of converting the or- 
ganization into the long discussed 
regional association. A new con- 
stitution and by-laws will come up 
for adoption, and a new name more 
in keeping with the larger scope of 
the organization will be adopted. 
The name that seems to have the 
best chance of being adopted is the 
Middle Atlantic Shoe Retailers As- 
sociation, taking under its jurisdic- 
tion retailers in the States of Penn- 
sylvania, New Jersey, Maryland, 
Delaware, Virginia and the District 
of Columbia. 

Under the proposed constitution 
Pennsylvania will have a minimum 
of nine directors, Delaware and the 
District of Columbia one each, and 
the remaining States two each. For 
each additional 25 memberships in 
each State a new director will be 
added, but if the membership list 
drops after the addition of a new 
director the director is dropped. For 
this purpose, all directors in excess 
of the minimum will be elected for 
one year only. 

While the convention proper will 
not open until 11 o’clock Monday 
morning, there will be a directors’ 
meeting Sunday afternoon and a 
“get-together” of retailers, manu- 
facturers and guests Sunday night. 
Those who arrive early Sunday 
morning may get permits to attend 
the President’s church. One hun- 
dred of these permits will be avail- 
able. 

The formal program for the con- 
vention follows: 

Monday, Jan. 24 


Registration, 8th floor. 
Opening of convention, Con- 
vention Hall, 10th floor, N. 
irsh, president Washing- 
ton Shoe Retailers Associa- 
tion. 
Invocation. 
Address of Welcome, Hon. 
Proctor L. Dougherty, pres- 
ident Board of Commission- 
ers, District of Columbia. 


9:00 a. m. 
11:00 a. m. 


11:05 a. m. 
11:10 a. m. 
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11:30 a.m. Response, 
11:40 a.m. Introduction of President, 
wid Hirsh, Washington, 


11:45 a. m. President’s Message, George 
M. Garman, Philadelphia, 


Pa. 
11:55 a.m. Minutes, 1926 Convention 


Secretary, C. J. Mensch, 
Philadelphia, Pa. 
12m. Treasurer’s Report, Lee 


Reineberg, York, Pa. 
12:05 p.m. Reports of Committees. 
12:15 p.m. Committee Appointments. 
12:20 p.m. Adoption of Code and By- 
Laws for Regional Associa- 
tion, Lee Reineberg, chair- 


man. 
12:30 p.m. Good Fellowship Luncheon, 
Ballroom, 10th floor. 
Address. 
2p.m. Open Forum, Jesse Adler 
es. New York. 
ve minutes allowed for 
presentation of each sub- 
ject, and ten. minutes for 

7?_——y of each subject. 

1. Store Appearance. 

. Advertising. 

. Window Display. 

. Stock Control. 

. How to Sell the Last Six 
Pairs, R. E. Weschler, 
Erie, Pa. 

. Expense Records. 

- Reduction of Overhead. 

. Way to Figure a Sales- 
person’s Wages. 

. Store Talks with Sales- 
people. 

10. Hosiery 

8:30 p. m. Style ov a and Entertain- 

ment, Ballroom, 10th floor. 

Tuesday, Jan. 25 

Registration, 8th floor. 

N. 8S. R, A. Advertising. 

‘Cooperative Cam ——, Geo. 

~ Geuting, iladelphia, 


or cone 


oc PND 


10:00 a. m. 
10:30 a. m. 


10:40 a. m. Open Forum, Discussion on 
n’s Styles, George N. 

Geuting; chairman. 

Open Forum, John J. Hol- 

den presiding, chairman 

N.S. R. A. Style Committee. 

Discussion of Women’s and 

Juvenile Styles. 

Address, illiam Mather 

Lewis, president George 

Washington University. 

Good Fellowship Luncheon, 

Ballroom, 10th floor. 

Address. 

Entire afternoon, Inspection 

of Displays, 8th and 9th 

floors. 

8:20 p.m. Style Revue and Entertain- 
ment, Ballroom, 10th floor. 
Wednesday, Jan. 26 

9:45 a.m. Registration, 8th floor. 

10:00 a. m. Introduction of N. S. R. A. 

Officers, C. J. Mensch. 


11:00 a. m. 


11:45 a. m. 


12:30 p. m. 


2 p. m. 









- |Real Regional Association to Be 


Formed at Washington Conclave 
New Name, Constitution and By-Laws Up for Adoption 





Christian Lude- 

buehl, Pitts- 

burgh, President 
Emeritus 





George W. 
Ludebuehl, 
Pittsburgh 
Vice -pre 


vw 





A. J. Schmidt, 
Pittsburgh 
Chairman o 
Trade Abuses 
Committee 


[CONTINUED ON PAGE 103] 
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SEE THESE IN WASHINGTON 


3 W’s Lenox Shoes - 


For Growing Girls, 
Misses and Children 


Always in Stock 


3W’s LENOX McKAY 
PATENT LEATHER ONE 
STRAP SANDAL TAN 
LIZARD TRIMMED 


4567— 8% to 11 
5567—11%4 to 2 
SAME BUT GRAY 
LIZARD TRIMMED 
4568— 8% to 11 


5568—11%4 to 2 there. 


WEIMER WRIGHT & WATKIN CO. 


39 S. Second St. 


FACTORY—ANNVILLE, PA. 


Room 919, Hotel Willard 
January 24, 25, 26 


We would be glad to have you 
see these and many other 
styles of honest, sturdy, Penn- 


sylvania made money makers 


3W’s LENOX McKAY 
PATENT COLT ONE 
STRAP SANDAL 


4581— 8% to 11 
5581—114%4 to 2 
6581—Broad Toe, 2% to 6... 


8581—Medium Toe, Covered 
Heel, 24% to 7 


Philadelphia, Pa. 
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In Pink 
Satin, White 
Satin, Black 
Kid, Black 
Satin and 
White Kid. 


Why Capezio Slippers 
Sell Easily— 
. They are recognized as the finest 


of Toe and Ballet slippers by pro- 
fessionals. 


. We create consumer demand for 
them thru national advertising and 
direct mail. 


. We protect you by assigning one 
agency to a town. 


Write today for agency plan 
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IMPORTED—ENGLISH 


Riding Boots 
IN STOCK 


Perfect fit and perfect shape 
are the characteristic fes- 
tures of these British boots. 
The long time English pro- 
cess tanned leather used in 
these boots assures durabil- 
ity and comfort. And they 
are put together by real 
bootmakers who have de- 
voted a life time to this 
work. 


MEN’S 
16.50 PAIR 


Sizes 5% to 11 
Widths B to E 


WOMEN’S 
14.50 PAIR 


Sizes 3 to 8 
Widths A to D 
Brown or Black 
Willow Calf 
We carry all riding accessories, boot trees, boot hooks, 
boot jacks, non-rust spurs and chains. 
Also—leather puttees in large variety. 


COLT CROMWELL CO., Inc. 
596 BROADWAY NEW YORK, N. Y. 
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BOOT AND 


Here Are Ladies! 


Femininity in Clusters on the Runway 


and in the Audience at Washington 


HE feminine contingent will 

be much in evidence at the 

Pennsylvania Shoe Retailers 
Association’s convention in Washing- 
ton, not only as features of the style 
show and entertainment, but as part 
and parcel of the convention itself. 
With the wonderful advantages of 
Washington as a sight-seeing city, 
many of the delegates are bringing 
their wives along to the convention, 
and an elaborate program of enter- 
tainment is being devised for them. 
In addition to several social func- 
tiens and the entertainment features 
of the convention itself, the women 
will accompany the convention dele- 
gates in their call upon President 
Coolidge at the White House on the 
afternoon of the closing day of the 
convention. 

The prettiest and most shapely 
models available have been obtained 
to display the shoe styles on the run- 
way at the fashion show, which will 
be conducted along different lines 
from the ordinary fashion display. 
Models also will be available for 
showing shoes in the manufacturers’ 








display rooms. These models, five in 
number, will be available to both 
manufacturers and retailers upon 
application to the information desk. 





Sandwiched in between the show- 
ings of new footwear on the runway 
will be many entertainment features 
in which women will have a promi- 
nent part. This year the association 
is giving the manufacturers an op- 
portunity to provide the entertain- 
ment. Many novel acts have been ar- 
ranged for. The Stetson Shoe Manu- 
facturing Co. is presenting the 
“Stetson Snappy Tie Revue,” a com- 
plete entertainment which runs for 
an hour and a half. The Nu-Way 
Shoe Co. is presenting “Jolly 
Irene.” Irene, by the way, weighs 
over 400 pounds and, like most ladies 
carrying excess avoirdupois, is, as 
her name indicates, jolly. In addi- 
tion to that she is said to be the 
prettiest fat lady in the country. 
Well, you can judge that when you 
see her at Washington. Several 
other leading manufacturers have 
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arranged entertainment features, 
which they are not disclosing in ad- 
vance. 


Reduced Fare 


F you are attending the Washing- 

ton convention you will be able to 
save some money if, when you buy 
your ticket from any point in New 
Jersey, Delaware, Maryland, Vir- 
ginia, Pennsylvania, West Virginia 
and New York City, you mention the 
fact that you are going to attend the 
convention of the Middle Atlantic 
Shoe Retailers Association at Wash- 
ington. You will be given a certifi- 
cate which, upon validation at the 
convention, will entitle you to a re- 
turn trip at half fare. This half 
fare return rate, of course, hinges 
upon a sufficient number of those at- 
tending turning in certificates for 
validation. While the man who has 
not far to go may not think this 
saving worth while, the fact that he 
does get his certificate validated 
will help swell the number to that 





required by the railroads. You are 


urged to take advantage of this offer 
for the benefit of all attending. Rail- 
way tickets on this offer may be pur- 
chased as early as Jan. 20. 


Shoe Merchants News 


in the Boot and Shoe Recorder 





NATIONAL NEWS 


SATURDAY, JANUARY 15, 1927 


EVERY WEEK 





Texas-Oklahoma Assn. Convention 
Committeemen Are Selected 


Plans for Joint Meeting at 
Dallas, Jan. 31 and Feb. 
1 and 2 Are Completed 


Dautuas, (UTPS)—Plans for the 
joint convention of the Texas Retail 
Shoe Dealers Association, the Oklaho- 
ma Retail Shoe Dealers Association 
and the Southwestern Shoe Travelers 
Association to be held in Dallas, Jan. 
31 and Feb. 1 and 2, were laid at a 
meeting of the executive committee of 
the Texas and Oklahoma associations 
here this week. R. E. Bell of Fort 
Worth, egos at the meeting, having 
succeeded F A. Whiffen, who has re- 
cently resigned. 

The committees to plan the various 
activities and make all arrangements 
yo pee for the entertainment of the 

000 shoe men expected at the three 
p nal convention, were named by the 
executive committee. They follow: 

General convention committee—P. M. 
Harris o s, chairman; O. B. 
Hardcastle, H. G. Williams, L. O. 
Cobler, H. L. Hunter of Dallas and 
A. Maples and M. E. Harle of Fort 
Worth. 

Registration committee—B. Mc- 
Whorter of St. Louis, chairman; and 
W. T. Mitchell of San Antonio. 

Bulletin committee—J. E. Miller of 
Dallas, chairman; V. E. Sims, H. L. 
Hunter, J. N. Tucker of Dallas and 
E. H. Huse of Fort Worth. 

Ladies’ committee—Mrs. H. L. Hun- 
ter of Dallas, chairman; Mrs. L. O. 
Cobler, Mrs. H. G. Williams, Mrs. P. 
M: Harris, Mrs. T. J. McDaniel, Mrs. 
S. G. Sterling, Mrs J. M. Cowan and 
Mrs. A. R Baldwin all of Dallas 

ae jubilee and banquet committee— 

L. O. Cobler of Dallas chairman; H. L. 
Hunter of Dallas, vice-chairman; Pp. 
M. Harris, J. M. Cowan, J. M. Alex- 
ander, and Jim Poteet of Dallas and 
P. G. Hill of Fort Worth. 

Program committee—H. L. Hunter 
_ of Dallas, chairman; P. M. Harris, T. 

J. McDaniel and L. O. Cobler of Dallas. 


This Store Will Have a 
Railroad for Its Roof 


Lynn, Mass.—Har 
retail shoe store under the railroad 
tracks in Central Square, Lynn. The 
tracks cross over the square on a 
series of arches of concrete. Harpel 
has leased one of the arches. He is 
having a shoe store built into it. This 
store will be operated in connection 
with Harpel’s Shoe Store at 218 Essex 
Street, Salem. A multitude of people 
pass by the railroad station daily. 


1 will open a 








Hanan Kansas City 
Store in New Home 


Kansas City (UTPS)—Hanan & 
Son moved into their new store over 
the New Year week end for their 
opening, Jan. 3. The opening was 
unusual, Charles O. Buttlar, manager, 
said, because of the number of old 
customers seen in the store the first 
day. His experience has been that 
customers do not come to the new loca- 
tion so soon. 

The store is most attractively fur- 
nished throughout in dark walnut and 
a touch of color as well as comfort 
is added by the chairs which are of a 
French design covered with flowered 
cretonne on a dark blue background. 

The year ended, Mr. Buttlar said, 
with an unexpected spurt in business 
which carried the total well over 1925. 
The demand continues for the black 
and colored patents, with only an oc- 
casional call for the new light colored 
kids which are expected to be the 
popular numbers later in the spring. 


After Christmas Trade High 


Des Moines, (UTPS)—E. C. Wilt- 
sey, manager of the shoe department 
in the. Harris-Emery department store, 
says he doesn’t know when the demand 
for women’s shoes has been so large 
after Christmas as it has bétn this 
year just closed. Usually at this time | 
of the year a good many stores conduct | 
clearance sales, but he personally favors 
pursuing his business along regular 
channels. Consequently, they ran a 
special ad in the papers advertising 
their party slippers and the results 
were very gratifying. 

Commenting on the minds of the 
present younger generation, he said 
that a good many sales of children’s 
shoes are lost because the child has a 
preconception of what he or she wants. 
The mother selects something else and 
says: “It is this or nothing.” And 
“nothing” is the result. 


Increases Price Ranges 


‘MIAMI, Sage (UTPS)—The Bootery, 
a small shoe shop on the south side of 
Flagler Street, has been in good repair 
since shortly after the hurricane. Here- 
tofore this shop featured only $6 shoes, 
but is now carrying shoes of all prices. 
The Bootery is a branch of the David 
Cowen shoe store on the opposite side 
of the street. The latter store has 
been doing business on Flagler Street 
a number of years. 





Northwestern 
Convention 


Plans Made 


Style to Be Leading Topic at 
St. Paul Meeting — More 
Exhibits Than Last Year 


MINNEAPOLIS — With a program 
planned to place particular emphasis 
on style phases and with reservations 
for exhibit space already in excess of 
those taken at any period at previous 
conventions, officials of the North- 
western Retail Shoe Dealers’ Associa- 
tion, a month before the sessions start, 
look for the most successful convention 
in the history of the organization. 

Secretary H. S. McIntyre of Minne- 
apolis has announced the program so 
far as it has been completed. 

The first afternoon, Feb. 14, of the 
convention is to be devoted entirely to 
style discussion with Joe Langley, 
manager of Schuneman-Evans_ shoe 
department, St. Paul, leading on 
women’s styles and George Roth, man- 
ager of the Nettleton shoe store, 
ee leading for the men. 

Schaefer, advertising man- 

~% or Borate Fields (retail), 
Chi icago, said to be the biggest retail 
advertising man in America, will be 
the headline speaker of the convention, 
his talk being on “Building Business.” 

M. B. Lathrop, president of the C. 
Gotzian Shoe Manufacturing company, 
St. Paul, will give an address on “Let’s 
Sell Shoes.” . C. Read, president of 
Wyman-Partridge company, jobbers, 
will speak on “Hosiery and the Retail 
Store.” The rest of the program for 
the three-day convention will be com- 
— shortly, Fred Hohlt, president, 
said. 

Already sixty reservations for ex- 
hibit space in the Ryan Hotel, St. Paul, 
where the convention is to be held, have 
been made. This is ten more than 
had been made in any other year. 

The fact that the dry goods men and 
the shoe travelers are to hold their 
convention simultaneously with the re- 
tailers at St. Paul with the clothiers 
meeting at the same time in Minne- 
apolis'.has stimulated the convention 
and the railroads have helped still more 
by giving the special one and one-third 
rates for the five States of Minnesota, 
North and South Dakota, Montana and 
Wisconsin. 


50% Gain in December 


RocHesterR, N. Y., Jan. 4 (UTPS)— 
Sales for December in McCurdy’s shoe 
department showed a 50 per cent gain 
over the — on the same month 
last year, wage f to James F. 
Olm x Seauaaer of the department. 
It was a test month in thirteen 
years, h 
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One Cent and Five Cent 
Shoe Sales in Dallas 


Cox Hosiery Co. and the Leader 
Use Drug Store Methods 


DatLtas, (UTPS)—Cox Hosiery 
Company, a concern which specializes 
in shoes for women, inaugurated some- 
thing new in shoe sales this week. It 
was an old scheme, but had not been 
used here before in the shoe trade. 
The company uséd the well known 
“drug-store le. sale” with a great suc- 
cess. 

The company prices all its women’s 
shoes at the same figure. In the two 
days’ sale, 1500 pairs, all styles and 
materials, were offered at the flat price 
and the company gave an additional 
pair for an extra le. when the cus- 
tomer desired them. The sale was 
announced through display advertise- 
ments and the entire loss was sold out 
before the end of the time set for 
closing the sale. During the sale the 
concern allowed no returns, made no 
deliveries and accepted no C.O.D. or- 
ders. It was a cash sale and the crowds 
were waiting at the store an hour be- 
fore the hour for opening. 

A few days later the Leader, a de- 
partment store featuring women’s 
shoes put on a 5c. sale, which moved 
4500 pairs of late style shoes for 
women. This sale was of the same 
order as a le. cent sale, except the 
company gave an extra pair of shoes 
for an additional 5c. with all shoes 
bought at the regular price during the 
day event. The styles offered included 
step-ins, pumps, oxfords in patents, 
cherry patents, black satins, black and 
tan kids and kids and patent in other 
shades and of various combinations. 
The heels were fashion’s latest crea- 
tions. The company moved the greater 

art of the 4500 pairs during the sale. 

ere again, the crowds gathered long 
before the hour of the sale. In the 
Leader sale the customers were told 
to bring a friend along and divide the 
cost, in case two pairs of shoes were 
not needed by one woman—and in 
many cases the friend was brought out. 
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Semi-Annual 


SHOE SALE 
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You Can Select From 
More Than 500 Pairs 
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Detroit Optimistic 

Detroir—Detroit shoe merchants en- 
ter into the new year with a feeling of 
optimism. While it is conceded that 
conditions are not as favorable as a 
year ago it is generally agreed that 
the business for 1927 will prove of 
normal volume. 

The first week of January saw a 
return to work of approximatey 100,000 
workers in automobile factories. Many 
of these had been idle since October, 
or on part time. The new year, how- 
ever, sees the five day week generally 
adopted by automobile factories and it 
is hoped that full weeks of this length 
will be the rule during the entire year. 
The unprecedented abnormal produc- 
tion of motor cars in Detroit factories 
early in 1926 added at least 25 per 
cent more factory workers in the field. 

“I look for a normal condition to 
prevail along about March of this 
year,” said one merchant. Another 
admitting conditions as less favorable 
than he would like said: “We have 
nothing to fear, I see absolutely no 
reason to dread the business returns 
of 1927.” 


Minneapolis Staging 
Big Clearance Sales 


MINNBEAPOLIS— Hardly had Santa 
Claus ascended the chimney on his 
return to the North Pole after filling 
Christmas stockings when annual clear- 
ance sales started in Minneapolis shoe 
shops. Christmas week was featured 
by the offerings of the loop shoe stocks. 
Dayton’s shoe department made a flat 
$4 price on women’s footwear running 
up to $12.50, putting 1170 pairs on 
at that price. They were practically 
all gone the first day, Manager Nichol- 
son reports. Atkinson sold shoes, in- 
cluding I. Millers, priced at up to 
$28.50 at a clearance range from $7.85 
to $16.85, the list including 115 styles 
and 2000 pairs. Stendal cleared shoes 
up to $10.85 at $5. Thomas cleared a 
range from $6.50 to $10 at $5. Donald- 
son’s advertised at $6.85 sale price, 
these including some 1927 models, and 
this department put out 5000 full- 
fashioned pairs of hose reduced from 
$1.65 to $1.24. The Queen Quality 
Shoe Shop, established only a few 
months ago, followed the custom of 
stores of this line throughout the coun- 
try with the annual sale and em- 
phasized newness of stock in a price 
range of $5.45 to $8.85. Kilbourne in- 
cluded in shoe reductions a one-fourth 
cut on buckles. The Family Trade 
shoe store had specials on automatic 
overshoes. 

The new styles are somewhat slow 
coming on display. Most dealers re- 
port a good wind-up to a year that has 
been off considerably. 


Stages Own Style Show 


Kansas City (UTPS)—St. Louis’ 
thunder has been stolen by the Peacock 
shop here. Claude Monser, manager 
of the shop, when he attended the style 
show in St. Louis, arranged for the 
loan of a number of the popular styles 
on display there and arranged a show 
for the benefit of his customers. 





On a table covered with white velvet 
in the center of the store appear about 
35 of the more popular and startling 
styles shown at the St. Louis exhibi- 
tion. While the exhibits are not on 
sale, Mr. Monser reports a number of 
inquiries and it affords an insight to 
the likes of the customers. 

The Peacock also has made a rather 
radical departure in newspaper ads, 
which the manager reports are proving 
successful. The ads are drawn in the 
rough outline rather than the photo- 
graph-like ads of the usual shoe dis- 
play ad. The uniqueness of the 
drawing has a strong appeal, especially 
in the higher priced evening shoes. 
The Peacock also makes large use of 
the gravure sections of the Sunday 


papers. 








Slippers 


for Yuletide’s 
Gay Occasions 


Holiday parties demand 
dainty party slippers. Napier 
presents a host of pretty styles 
—priced amazingly— 


Silver Kid- Gold Kid 
Rainbow Paisley 
Sjlver Directoire Cleth 
Gold Directoire Cloth 
Flame Cloth White Satin 


Slippers tinted in evening 
shades to match frocks, 


NAPIER'S 


721 Nicollet Avenue 
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Special Willow Calf 


MOST EXCELLENT FOR WOMEN’S STYLISH SHOES 


This illustration of our Lowell Tannery, one of 
the largest, shows at a glance our ability to produce 


Special Willow 








Its range of Popular Colors, its Kiddy Character 
with Calf Stability and its Economy in Cutting Value 
appeal to a large field of Shoe Manufacturers and 


Retailers. 


NO. 258 PASTEL PARCHMENT 


is a leading shade 


Other shades are: 


238 SHELL GREY 255 ROSE BLUSH 
250 MARSALA 256 SPANISH RAISIN 


251 STROLLER TAN 257 STONE 
254 HAMPSTEAD BROWN 6 


AMERICAN HIDE & LEATHER COMPANY 


Offices and Stores: BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 

AMERICAN HIDE & LEATHER COMPANY, Ltd.: Northampton and Leicester, England: Paris, France 

Calf and Side Upper Leather Tanneries: Lowell Chicago Sheboygan’ Ballston Spa Curwensville 
Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 
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Rochester Trade Leaders 
Optimistic on New Year 


Both Manufacturers and Retailers 
See Continued Good Business 
Throughout the Rest of 1927 


RocHESTEeR, N. Y., (UTPS)—The 
shoe industry in Rochester had a satis- 
factory year in 1926 for both the manu- 
facturer and retailer and will continue 
to enjoy its full measure of prosperity 
in the coming year, according to state- 
ments issued by George E. Woodcock, 
president of the Rochester Boot and 
Shoe Manufacturers Association and 
Fred L. Myers, president of the 
Rochester Retail Shoe Dealers Asso- 
ciation. 

“The Manufacturers of footwear in 
Rochester have seen a vaster improve- 
ment for the year 1926 than for several 
years,” said Mr. Woodcock. “There 
has been a steadily increasing flow of 
orders to the factories. It.is significant 
and evident by the increasing’ business 
that has come to Rochester during 
1926 that our city is to be one of the 
leading shoe centers of ialized shoe 
making. The factory--aetivity gained 
and maintained this year will steadily 
increase the consumer, demand for 
Rochester footwear. 

“What is the new year to bring us? 
Our people all over the country are 
well supplied with prosperity, there- 
fore, we have every reason to believe 
for an excellent and increasing busi- 
ness for 1927.” 

The retail shoe merchants have eén- 
joyed prosperity during 1926 and look 
for a continuance of it during the com- 
ing year, according to Mr. Myers. 

“Rochester has had a satisfactory 
year in shoes, both for the retailer and 
manufacturer,” he said. “While com- 
petition continues as a strong factor 
in both manufacturing and retailing 
ends of the industry, the dealers here 
are on friendly terms, because prac- 
tically all are members of our as- 
sociation.” 

Men, according to Mr. Myers, are 
beginning to take pride in the appear- 
ance of their feet the same as women 
and this will lead to increased business 








and prosperity in the industry, he 
believes. 
Make this your best 
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| offer 10,000 pairs of “All New Styles 





Front Page Stuff 





Give Hose with Shoes 


PittspuRGH, (UTPS)—An after 
Christmas feature with the Bedell Com- 
pany, whose shoe department is ex- 
clusively women’s, was the gift of one 
pair of their “Powder Puff” all-silk 
hose, which sell at $1.65 per pair, with 
every pair of shoes purchased during 
the five days of the offer. 

H. W: Largent, department manager, ‘ 
commenting on the success.of the offer, 
says: “We received a tremendous re- 
sponse at the opening date. 

“We have enjoyed a very remarkable 
business the past two weeks; in fact, 
an unusual business at this time of 
year.” 


Satisfactory Response 


to Detroit Sales 


DerroIt—January business in De- 
troit shoe stores opened with the cus- 
tomary shoe clearance sales. The re- 
sponse to the advertising of these sales 
was generally satisfactory and shoe 
stores were busy with eager buyers on 
Monday, Jan. 3. A light snowfall the 
previous evening created an ideal con- 
dition to promote shoe selling. 

Alfred J. Ruby, Inc., inaugurated 
their semi-annual 20 per cent discount 
sale in both stores; R. H. Fyfe & Co., 
opened their semi-annual Pre-Inventory 
Sale; the McBryde Boot Shop are giv- 
ing a straight discount of 25 per cent 
on everything in the store; the Queen 
Quality Boot Shop have their annual 
January Sale; Bedell offers 3500 pairs 
of $12 and $10 shoes at $7.75; The 
Lindke Shoe Co., offer “Early Spring 
Footwear in an Introductory Sale” at 
$4.95 and $6.95; Chisholm Boot Shops 


Just Arrived for Men and Women” in 
a “Sale” at a “Special Purchase Price,” 
at $5.85. Crowley, Milner & Co. came 
out with the suggestion, “Start a 
Thrifty Shoe Year!” offering special 





values for women and girls at $2.95 


San ANTONIO (UTPS)—J. W. Biggs, manager of 
the French Booterie of the Wolff & 
put over a neat bit of publicity for the “dressed up” 
party slippers 
with the editorial department of the San 
Evening News on Nov. 21 and landed a picture on 
the front page. 

Although the rules of the paper forbid the use 
of firm names in connection with feature photo- 
graphs, Biggs was able to get the idea before the 
public through his cooperation. 

The “dressed up” slippers are satins tinted to 
order, with a dainty strip of lace around the buckles. 


arx Company, 
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and $3.95. -Lubin’s offer their entire 
stock of “Mules” at $5. The Pedemode 
Shop groups their offerings at two 
prices, $9.75 and $11.75. Basement de- 
partments are also having sales. Frank 
& Seder offer 1720 pairs of women’s 
shoes at $3.39. Even chain stores fol- 
low the sale route and we find the 
Newark stores in line with their 
Annual Clean Sweep Sale, offering 
shoes in three groups at $1.95, $2.45 
and $2.95. 





Philip Reiss Dead 


CoLuMBUs, OHIO — Philip Reiss, 
ninety-one, for more than forty years 
engaged in the shoe trade in Columbus, 
died at the home of his daughter, Mrs. 
Henry Teel, at Dover, Ohio, of in- 
firmities due to old age. Mr. Reiss was 
a native of Germany and came to 
America when twenty years old. He 
served four years in the Civil War 
and was a member of the G.A.R. 
Three sons and three daughters 
survive. 


Three Pairs for College 


Derroit—In a “Back to College” an- 
nouncement the J. L. Hudson Co. tell 
of “Three Chances for Smartness in 
Three Necessary Shoe Styles.” The 
announcement continues: “We suggest 
these three shoes as covering practical- 
ly every need of campus life. All three 
are economically priced, too—for, after 
all, one wouldn’t like to make too deep 
inroads into one’s Christmas check!” 
The three styles offered as a necessity 
are (1) an Alligator walking pump; 
(2) patent leather afternoon ties; (3) 
gold or silver kidskin, metallic brocades 
and white satin evening slippers. 
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WESCOTT SOLES 


Thirty Million Dollars Spent 
eAnnually for Golf Footwear 


GOLF, 


@,It is estimated that there are now 
2,000,000 people in this country who 
play golf, all of whom wear sport shoes 
appropriate for the game. Golf, therefore, 
has produced for the retail shoe stores of 
America two million new customers who 
pay from $10 to $15 a pair for their golf 
footwear — between twenty and thirty 
millions of dollars worth of new and 
additional business for the retail shoe 
merchants. How much of it do you get? 
@, These discriminating customers favor 


sportshoes equipped withWeEscoTT SoLeEs 
because of the many advantages they offer. 
By virtue of their light weight, tensile 
strength, durability, and non-slip feature, 
they have proven to be the most practical 
and desirable of all soles for golf shoes. 
An impressive advertising campaign ac- 
quainting these customers with the many 
advantages of WescotT Sotes will be 
launched this Spring. Be prepared to sup- 
ply the needs of this imposing golf army 
with Wescott SoLeD shoes, 


United Shoe Machinery Corporation 


Selling Agents 


205 Lincotn Street, Boston, MASsacHUSETTS 
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The shoe traveling fraternity at the annual dinner at Chicago, January 3, 1927 


Goldberg’s Newest 


Open in Cleveland | | 


CLEVELAND, OHIO (UTPS) — Meyer 
Goldberg, in throwing open the doors 
of a new Golde’s shoe store at 727 
Prospect Avenue, located next door to 
the Daniels Shoe Co. store, complete a 
chain of five stores under his opera- 
tion in Cleveland. Until recently he 
also conducted a shoe department at 
Hills, Inc., at 631 Prospect Avenue. 

Mr. Goldberg is well known in the 
shoe business, having retailed to the 
public for the past seventeen years. He 
has operated stores in Cleveland for 
the past five years. 

Mr. Goldberg’s recent acquirement 
will be conducted under the new-way 
system. About 1000 placques have 
been neatly arranged on either side, 
while seating accommodations have 
been provided for in the middle. Nov- 
elty shoes for women at $2.90 and $3.90 
are displayed on the placques where 
they can be easily inspected and se- 
lections made to suit the patron. 
Modern lighting arrangements have 
been provided for and the store is up- 
to-date in every respect. 


New Firm Organized 


Miami, FxLa—The organization of 
the Burdine Bootery Co. here was 
lately announced by T. J. Crittenden, 
who is president and treasurer of the 
company, the capital stock given at 
$50,000. It is the company’s plan to 
open a new retail store in Miami han- 
dling a general line of shoes at retail. 
S. GC. Crittenden is vice-president of 
the company, and L. Leslie is secretary. 


eNatevanecennnesecesececocectsusenecaneocoene veces ceacanuteengennvecesauen senaneyceeeeeenonenseenesasuovenneseceseneneneneni 


Pres. Geuting Speaks 


Philadelphia.—A. H. Geuting 
elected president of the N.S. R.A 
at the Chicago convention, sends 
the following message to the 
trade: 


“My message for 1927 is coop- 
eration and prosperity for the 
entire industry. I am determined 
to increase our membership three 
fold and we hope to accomplish 
this goal through shoe merchants 
who will recognize that member- 
ship in and attendance at the 
National Shoe Ketailers Associa- 
tion convention is of inestimable 
value in bestowing benefits and 
constructive aid in the operation 
of a shoe store. 

“It is my ambition to inspire 
in the small modest retail shoe 
merchant greater pride in the 
business in which he is engaged, 
and this will be accomplished 
through contact with the biggest 
merchants in the country, who 
will gladly do whatever they can 
to be of assistance.” 


i" 
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Pollock in New Venture 


GREENVILLE, S. C.—The Cinderella 
Slipper Salon, Inc., recently formed at 
Greenville with $25,000 capital, is re- 
ported to be contemplating the opening, 
the early part of this year, of a new 
retail shoe store at this place. B. A. 
Pollock, H. August and others, formed 
the company. 


Mueller Retires from 


Chamber Presidency 


AusTIN, Tex. (UTPS)—Carl H. Muel- 
ler, proprietor of the Carl H. Mueller 
Shoe Store, of 606 Congress -Ave- 
nue, Austin, retired the first week in 
January as president of the local 
Chamber of Commerce, which position 
he has held during the past year. Mr. 
Mueller will continue to be on the 
board of directors of this organization. 
Through the efforts of Mr. Mueller the 
Chamber of Commerce of his city con- 
ducted a campaign during the past 
year which was for the purpose of 
building good will over a larger terri- 
tory about Austin. As a result four- 
een neighboring counties were covered 
with this campaign, which was very 
successful in expanding the trade terri- 
tory for the business men of Austin. 

Mr. Mueller is also serving as a 


i | director of the Retail Shoe Association 
| of Texas. 


P. A. Hill Back in Trade 


PHILADELPHIA—After being on the 
retired list for the past five years, 
Feter A. Hill has again entered the 
men’s shoe business, as secretary and 
treasurer and buyer of men’s shoes for 


| the Royal Boot Shop, Inc., 35 South 


Thirteenth Street. 

He formerly was buyer and manag- 
ing director of the old Royal Boot Shop, 
at the corner of Thirteenth and Mar- 
ket Streets, at that time a basement 


shop. 

The Royal Boot Shop, Inc., has been 
reorganized and Joseph F. Hill, presi- 
dent, is preparing to open a women’s 
department on the second floor, with 
a selling space large enough for 150 
chairs. 
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Shoe Market News 


Sources of Supply That You Should 
Follow—Weekly Opinions of 
Leaders of Industry 


A few more new ideas 
Lynn came up this week. X- 
ray machines are now set up in the 
last shops here. Shoe manufac- 
turers look into them and see how 
their shoes, as made over new lasts, 
fit the bones and joints as well as 
the contour of the feet. These ma- 
chines make the anatomy of the foot 
as plain to the shoe man as it is to 
the doctor. When shoes pass the 
X-ray test in the factory they ought 
to fit easily in retail stores. Just 
another step toward getting more 
shoes fitted right. Yet there is 
something going on in shoe sizes 
that is not clear. A few bold spirits 
say that standard sizes will depart 
in the same manner that staple 
shoes have vanished. They predict 
that shoes will be fitted more by 
science and less by rule of the stick. 
Yet others fight for the maintenance 
of standard measurements. 

Lynners also are giving new study 
to distribution of shoes. They are 
directing their efforts toward those 
places where sales rise to high tide, 
instead of letting their shoes go out 
helter-skelter, hit or miss, anyhow 
and anywhere. Sales have been big- 
gest in big cities for many years. 
Sales of Lynn shoes are best in big 
cities which employ many women. 
More than 10,000,000 women are 
employed in gainful occupations. In 
some cities 25 per cent of the work- 
ers are women. In grandmother’s 
day, less than 10 per cent of women 
were employed. Their earnings 
were small. They could not buy 
good shoes. Today, millions of wo- 
men earning good salaries or wages 
buy many fine styles. Lynners are 
concentrating their sales efforts on 
the markets where women workers 
and shoppers are numerous. 

In styles, colors show signs of 
moving toward lighter tones, such 
as Algeria, Aloma and Sandust, and 
toward whites. Three-eyelet ties 
are offered in addition to two-eyelet 
ties. Low heel welt ties, of a sporiy 
sort, are reported. One Lynn firm 
expects to make more welts, after 


scoring a gain of 15 per cent on its 
welts for last year. Straps on 
dressy styles are narrow again, and 
they ride high. Step-ins continue. 
Sandal types, with novelty straps 
and novelty shank openings, are 
coming along strong. Plain pumps 
of patent leather are offered in the 
thought that some women will wish 
such simple shoes as change from 
their high color, in fancy pattern 
novelties. 

The price complex continues, some 
makers reporting a demand for 
better shoes and others telling of 
cheaper shoes. The sole cutters con- 
tinue to mark up prices on certain 


-lines of light, flexible soles, which is 


quite a contrast from a year ago, 
when they were beginning for or- 
ders. 


Fit All Important to Growing 
Girls 
By L. F. Burdett 
Burdett Shoe Co. 


I would like to 
emphasize just 
one point about 
shoes for grow- 
ing girls. It is 
that of the fit 
of shoes to the 
feet. There are 
also the points 
of style, grade, 
price, construc- 
tion and so on. 
But no one of 
them is as important as the point of 
fit. No shoe clerk can give too much 
study to this matter of the fit of 
shoes to the feet of growing girls. 
In mean the matter in general, not 
the detail of fitting a single pair of 
shoes. It is skillful salesmanship, 
good business, sound sense and wise 
economy to fit every pair of shoes 
of the growing girls grade as per- 
fectly as they can be fitted. The 
growing girl is getting her first les- 
sons in what is the correct fit of 
shoes to her feet. Her lessons, as 
she learns them, will last her for a 


L. F. Burdett 


lifetime. She has a sense of style. 
It is natural for her to appreciate 
fine style, because nature endowed 
her with a sense of beauty. But 
nature did not endow her with 
knowledge of the fit of shoes. That 
is something she must learn. If she 
learns in youth to choose shoes that 
fit, she will be guided to the selec- 
tion of the right shoes for the rest 
of her life, and so she is likely to 
walk well and long, which is another 
way to saying that she will live a 
long and happy life. I would like to 
offer an amendment to that familiar 
phrase “Get More Shoes Fitted 
Right”—the amendment to read 
“Especially Shoes for Growing 
Girls.” 


e Milwau- 
Milwaukee *i)%2°?: 
manufacturers reported that during 
the last period advance orders for 
early spring footwear had been re- 
ceived in good lots through the mail, 
considering the period of the year. 
Salesmen for the Milwaukee firms 
have now gone out on the road with 
new samples of spring footwear and 
the companies expect to receive or- 
ders from them in large lots during 
the next several weeks. Most of the 
factories which were closed during 
the holiday season to take inventory 
have started on their production 
program again and anticipate run- 
ning at a normal capacity in the 
future. 

Factories producing men’s shoes 
are concentrating on the light shades 
for spring wear, due to the demand 
which has come from the trade fol- 
lowing a winter when black shoes 
dominated to a great extent. Very’ 
light tan cologs are to be made up 
for spring and there will be shades 
of blonds in some of the lines. Fancy 


‘trimmings and eyelets and broad 


toes are to be made to cater to the 
young men, and it is believed that 
older men will follow the style trend 
and buy the style shoes. Local fac- 
tories which make _ conservative 
shoes, however, are not going into 
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production on an extensive scale on 
the doggy style shoes, and they an- 
ticipate that there will be a good 
demand for the conservative type, 
with medium toes ruling the favor- 
ite. Some black shoes will be made, 
but the production will not be as 
heavy on them as it has been for the 
past season. 

Parchments, roseblush, grays and 
other light colors are to dominate 
the early spring styles in the ladies’ 
footwear as indicated by orders re- 
ceived to date. Grays have been get- 
ting stronger in recent weeks and 
the parchments have also been hav- 
ing many calls. Other fancy leathers 
are to be used in the production of 
women’s footwear, according to the 
manufacturers, and the great bulk 
of the business will be on the light 
shades which have been good even 
throughout the winter months. 


Upper Leather Production 
Shows Increase 


By Fred Vogel, Jr. 
President, Pfister & Vogel Leather Co. 


The tanning industry has im- 
proved its position in 1926, due to 
adjustments that have been made 
by coordinating operations closer to 
the requirements of both the do- 
mestic and foreign trade. This is 
especially so in the sole leather di- 
vision, where a reduction in finished 
leather stocks has been effected 
which can now be considered nor- 
mal, a condition that has not pre- 
vailed since the war. The production 
in this division for 1926 shows a de- 
crease of about 12% per cent com- 
pared with 1925. 

In the upper leather division the 
heavier types of leather show a 
slight decrease in production, which, 
however, is offset by a substantial 
increase in patent leather and fancy 
colored kid and calf, which have 
again been very popular in women’s 
footwear, so that this division re- 
cords an increase in production over 
1925 of approximately 12 per cent. 

Upper leather substitutes, such as 
satins and fabrics, have been less 
popular, which accounts for the large 
increase in upper leather production. 
Other divisions in the industry have 
operated in about the same volume 
as in 1925, so that the entire in- 
dustry records increased production 
of approximately 7 per cent. 

Milwaukee has not kept pace with 
the average increased production, 
due to the fact that kid leather, 
which has been the leading factor 
toward showing the increase re- 
corded above, is not made here. 
Operations by Milwaukee tanners 
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declined during the year to the ex- 


tent of 15 per cent. 

This market has pre- 
Boston sented a lively scene 
during the past week, with two 
shoe style shows and hundreds of 
buyers. Every hotel fairly “swarms” 
with shoe folks, manufacturers and 
purchasers. The specialty wholesale 
trade continues its activity of the 
past few weeks. In women’s shoes, 
light colors lead, although patent 
leather, either plain or trimmed 
with paisley or contrasting colors in 
leather, is a good seller. Light 
colored kid continues strong in the 
demand, especially in the pastel 
parchment shade. Grains and small 
print effects in leather are just as 
popular as ever. 

There is a feeling of confidence in 
the trade that 1927, which has 
epened so well, will be a prosperous 
year, with better conditions as to 
prices, stocks and profits. Costs of 
materials are generally increasing, 
however, although there is still a 
persistent cry for cheaper shoes. 
Credits are being watched carefully. 


Business on Better Basis 
By Charles W. Morrill 


President of the National Shoe Trav- 
elers Assn. 

The shoe trade 
of the _ country 
should see ahead 
of them for the 
next twelve 
months an era of 
prosperity. The 
reasons for this 
confidence which I 
feel are many, and 
not the least of 
them is the fact 
that shoe distribu- 
tion is now perfectly adjusted to 
take care of the small, frequent and 
quick-delivery orders, as well as 
those requiring six weeks or longer. 

In my early days in the shoe busi- 
ness, I was retail shoe salesman in 
the big department stores of many 
of the larger cities, and for the past 
30 years or more I have traveled the 
country selling the jobbing and the 
mail order trade. I regard the po- 
sition of the jobber differently than 
many do today. I believe that the 
jobber is in a better condition at 
the present time than ever before 
to enable the small merchant to 
“size up” as his trade requires. 
Like others, I have seen many 
changes in the wholesale trade— 
many liquidations, consolidations, 
and much specialization—and yet no 


C. W. Morrill 


87 


more radical revolution has taken 
place in this branch of the industry 
than in others. All—manufacturers, 
jobbers and retail shoe merchants— 
are employing widely different 
methods in 1926-1927 than in 1920- 
1921,,and prior to that time, but 
“the wheels are turning” faster all 
the time for greater progress and 


greater profits. 

° The annual style 
Haverhill show season 
continues to hold the attention of the 
local shoe men. The biggest con- 
tingent ever to go out from “The 
Slipper City” was in the Chicago 
market for the sixteenth annual con- 
vention of the National Shoe Re- 
tailers’ Association. Another record- 
breaking representation will appear 
at the Boston Shoe Buyers’ Show at 
the Copley Plaza. Volume business 
has not yet developed, but produc- 
tion and employment figures are ad- 
vancing with sufficient steadiness to 
indicate a good season just ahead. 

The turn plants have increased 
production and their early start is 
expected to be the omen of an early 
receipt of volume business by the 
makers of McKays. Color complica- 
tions have not yet been entirely 
ironed out and are viewed as dis- 
turbing elements for spring busi- 
ness. Buyers are being cautioned 
on overbuying on colors in several 
instances. Orders are being di- 
verted from colored kid into patent 
and the printed calf leathers by some 
producers because of the unsettled 
conditions of the colored kid market. 

Ties are going strong in local 
factories, the new dainty, open front 
numbers receiving increasing favor 
as the season advances. Fancy 
pumps figure prominently and will 
run second to ties. Shoe men, al- 
though doing business the past year 
on the smallest kind of a margin of 
profit, hold great hopes in the new 
season. 


There was a 
Brockton material speed- 
ing up of production on the spring 
run in practically all of the local 
plants during the week just closed, 
and with only a few exceptions in 
factories turning out the cheaper 
grades of shoes, where business is 
very slow, most of the plants are 
operating from 60 to 90 per cent 
capacity. Stormy weather has had 
the effect of slowing down the in- 
stock calls, but there was a consid- 
erable brightening of spring order 
business, with particular emphasis 
on women’s lines. 
There is a scintillating array of 
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GRAY SUEDE IN STOCK 


Ditto Parchment, Patent, Satin and White 


“Ileana” 


B-283—Pearl Gray Suede 
B-284—Parchment Calf 
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leathers going through cutting 
yooms here, indicating that the 
stress being placed on the newer mil- 
linery shades is being generally ac- 
cepted. There seems to be - no 
general call for particular shoes, al- 
though light leathers are much to 
the fore. Men’s features will be 
light tans and tan combinations, 
judging from the advance calls. 
Dark and light combinations con- 
stitute about’ 25 per cent of the 
orders, proving the campaign to zip 
up men’s footwear is being gener- 
ally accepted. 

Manufacturers making both the 
men’s and women’s lines find the 
call for the latter goods a bit 
brighter and the demand for va- 
riety of patterns more noticeable 
than ever. One concern reported 47 
patterns named in a 1500-pair order. 
Two-thirds of the orders for men’s 
shoes are in the light tan class, 
with the greater part of these in 
solid colors. From present indica- 
tions there will be few blacks worn 
this summer. Summerweights will 
be exploited early, judging from the 
calls for delivery in these lines. 
Spring lines contain a greater show- 
ing than ever of sports shoes and 
growing demand for these shoes in- 
dicates that the propaganda for 
them for day wear, with the sum- 
merweights in single colors for 
evening wear, is bearing fruit. 


Quality to Count More in 1927 
By John S. Kent 
President, M. A. Packard Co. 


The last two 
or three weeks 
of any year are 
always the dull- 
est and most de- 
pressing of the 
business year, 
and we never 
know at this 
time whether we 
are heading into 
prosperity or de- 
pression. I am 
of the opinion that, in this section, 
as well as throughout the country, 
the actual orders in hand are less 
than at any similar time in the past 
few years, partly due to the changed 
attitude of buyers and also in- 
fluenced by the dull retail business 
that continued through October, 
November and December. 

Buying close to needs is an estab- 
lished policy of progressive mer- 
chants and, once established, will be 
helpful in many ways. Putting any 
new system into effect presents 
many difficulties, and these difficul- 


John S. Kent 
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Annual Convention Held by Wohl Shoe Co. 


St. Lovis—The Wohl Shoe Co. 
held their fourth annual convention 
of retail store managers in St. Louis, 
Dec. 27 and 28. On Monday evening 


a banquet was tendered to 70 mem- 
bers of this organization, including 
55 retail store managers, five dis- 
trict supervisors, and the remainder 
department heads and executives. 
This banquet was held in the Adams 
Room at the Statler Hotel. David 
P. Wohl, president, presided at the 
banquet and spoke of the outlook 
for 1927 and the great possibilities 
of the forthcoming year. He pre- 
dicted the biggest retail shoe year 


in the history of this country. Each 
manager was called upon and quotas 
for 1927 were stated. During the 
dicted the biggest retail shoe year 
time the men 
were here meetings 
were held at the 
general headquar- 
ters of the Wohl! 
Shoe Co., 1226 
Washington Ave- 
nue. The _ sales- 
men were taken 
for a bus ride 
through the city 
and also made a 
tour of the several shoe factories 
from which this company takes part 
of its distribution. The company has 
announced its annual distribution of 
bonuses to all employees. It has been 
the custom of this company for the 
past three of four years to pay 
bonuses, based on length of service. 
Every employee shares in this and, 
as the Wohl Shoe Co. has had a phe- 
nomenal year, the bonuses for 1926 
represent very substantial amounts. 








ties must be overcome by both 
manufacturers and retailers. I be- 
lieve that manufacturers have cut 
out a lot of unnecessary detail and 
improved general efficiency in pro- 
duction. The successful concerns 
are carrying no excess baggage and 
are in better shape for competition 
than ever before. 

Quality will count more than ever 
during 1927 and the individuality of 
the manufacturers will be expressed 
in stronger measure. Those that 
survive will be able to meet compe- 
tition from any quarter arid, to such 
concerns, fair business profits seem 
assured. 

There is nothing to _ indicate 
greater volume of business in men’s 
shoes throughout the country in 
1927 than in 1926. Brockton work- 
men and manufacturers can improve 
the situation only by getting a 
larger share of the general business 
next year than they have had in the 
year just passed. It can’t be done 
unless conditions are made right 
and kept, right. High rates of wages 
can impoverish labor. Excessive 
profits often result in business de- 
struction. Fair wages, fair prices 
for merchandise, close study of mar- 
ket conditions, progressive merchan- 
dising and hard work will overcome 
the keenest competition. The mar- 
ket is wide open. We don’t deserve 
to win unless we can show a reason 
and satisfy consumers in every sec- 
tion of the country. 


Brockton, Massachusetts, New 
England, comprise a very small part 
of the United States. We must have 
the good will of the entire country 
and the business of every class of 
consumers to get all the volume we 
need. We can make our goods here 
but we must sell them in other sec- 
tions of the country. The business 
center of America is nearer Chicago 
than New York. Population, wealth 
and business are moving westward. 
It is up to us to preserve our pres- 
tige in shoe manufacturing despite 
the mighty forces that are against 
us. We have few handicaps than 
those we make ourselves. Our repu- 
tation is unblemished, our capacity 
to succeed as good as the best. 

We must make a united effort and, 
in this movement, every workman, 
business man and citizen must join 
if we are to make 1927 a satisfactory 
business year. 


F, E. Adams Plant Busy 


SEABROOK—The F. E. Adams Shoe 
Co., this town, has begun a new sea- 
son’s run which gives indication of one 
of the best in the firm’s history. The 
new Adams line represents smart 
modes in women’s high grade footwear. 
eg a | a big colored kid season, 
Frank E. Adams of the firm, was in 
the market early in October and bought 
up a large supply of colored kid im- 
portations. He has reenforced himself 
against all the evils experienced a year 
ago in the purchase of colored kid. 
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Open Your Door 
to Bigger Profits with 


American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 


chandise alone cannot bring. 
32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
No 4081 to bigger business by letting our Shoe Store Service Department 
: solve their seating problems, Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 

in Shop Seating,” also sent free to owners and managers. 


ree!’ 


= 
AMERICAN SEATING COMPANY 

1016 Lytton Building, Chicago, Illinois 

Gentlemen: Send me, without obligation, your helpful 32-page 

book, “New Styles in Shop Seating." 




















Five Great Features 
Greater seating capacity—chairs in- 
terlock. 
Greater beauty of finish and design. 


+ sn ele wn > de Atrhemer pen 1016 Lytton Bide. Chicago, Illinois 





anteed against breakage. 
‘economy in cost. 15 years of Branch Offices: New York: R. 601-119 W. 40th St. 
Philadelphia: R. 703-1211 Chestnut St. Boston: R. 302-69 Canal St. 


experience to serve and assist you. 
ee 












































THE SHOE MARKET NEWS, SATURDAY, JANUARY 15, 1927 





New Sole Co. 
Enters Field 
In Milwaukee 


Process Requires Only 12 
Days for Complete and 
Waterproof Tannage 


MILWAUKEE, Wis.—The Drisole Tan- 
ning company which has been incor- 
ora at Milwaukee by Harry B 
oulton and George H. Scherer, has 
introduced a new type of sole to the 
shoe and leather industry. The new 
sole leather has derived its name from 
the water resisting qualities of the 
leather and is the result of eighteen 
months of experimental work which 
included exhaustive laboratory and 
wearing tests. 

In the production of Drisole only 
twelve days are required to complete 
the tanning according to the men in- 
terested in the company, in contrast 
to the long period for oak sole leather. 
The waterproofing process is a part of 
the tanning of the new leather and is 
a process never before used in the 
manufacture of leather. The process 
produces a non-skid, water-resisting 
leather that gives an exceptionally long 
life to the shoe. 

Mr. Boulton has been connected with 
the manufacture of leather since 1894, 
having served a three-year apprentice- 
ship in England and having n as- 
sociated with Prof. H. R. Proctor at 
the Leather Industries school at Leeds. 
He was superintendent of the Pfister 
and Vogel Leather Co. of Milwaukee 
for twenty-two years, later being con- 
nected with other tanneries in Mil- 
waukee. 

Mr. Scherer has been in the business 
since 1902, starting with Winslow Bros. 
and Smith, whose tannery is controlled 
by Armour and Co., in Norwood, Mass. 
He was the superintendent of that 
plant for six years and in 1908 went 
to Detroit as superintendent for 
Traugott, Schmidt and Sons, which 
position he held until 1922 when he 
returned to Norwood as a tanning ex- 
ert in the three plants of the Winslow 
ros and Smith. 

“The average chrome-retan sole 
leather used primarily on children’s 
shoes is very absorbent to water,” said 
Mr. Boulton, “and will absorb on the 
average approximately 75 per cent of 
its own weight of water, by total im- 
mersion, in thirty minutes. Drisole’s 
average absorption in a half hour is 
only 5 to 6 per cent. Oak sole absorbs 
about 30 per cent in a half hour. 

“In a flexing test, Drisole proved its 
superiority over a composition sole. 
The latter broke under the strain on 
the second day while Drisole ran for 
more than a week when the machine 
was stopped. Its condition indicated 
that the operation might have con- 
tinued indefinitely. 

“The field of usefulness for Drisole 
extends from the small step-in of the 
child to the adult’s shoes. It is not 
only the most waterproof and longest 
wearing sole leather, but it neither 
burns nor draws the feet and in keep- 
ing the feet dry and healthy is one of 
the most valuable assets of the shoe 
dealer and manufacturer.” 





Slowing Down in N. Y. 


ALBANY, N. Y.—In its review of the 
industrial situation among factories in 
New York State during the month of 
December, the latest bulletin of the 
State Department of Labor reports an 
uneven trend in shoe manufacturing. 

Employment in the shoe factories in 
the State declined considerably during 
the month, according to the bulletin, 
but an increase was shown in tanning 
operations. In Binghamton the shoe 
factories showed a slight increase, but 
not as large as in November. In New 
York City, which includes Brooklyn, 
there was a further slowing down in 
a month when an increase is usual. 


S. Ferris Co. Reorganized 
with Important Charges 


Wholesale and Retail Businesses 
Are Separated and S. Ferris 
Retires from Concern 


AusTINn, Tex. (UTPS)—A reorgan- 
ization has been made in the S. Ferris 
Co. of 503-505-507 East Sixth Street, 
Austin. The business has formerly 
been operated as a wholesale and retail 
business under the management of S. 
Ferris. Under the new organization, 
S. Ferris retires from the retail busi- 
ness, which will be continued under the 
name of §S. Ferris Sons. Mr. Ferris 
will continue to operate his wholesale 
business while his three sons, N. J. 
Ferris, A. G. Ferris and J. A. Ferris, 
will have charge of the Ferris Shoe 
Store, the Ferris Men and Women’s 
ready to wear store and the Ladies’ 
shop located at 107 East Sixth Street. 

A. G. Ferris, manager of the shoe 
store, announces that they have sold 
their $23,000 stock down to $3,800 at 
the first of the year and are now ready 
to install a new and complete stock. 
Their father will do the buying for 
retail firms and will leave for New 
York during the latter part of Janu- 
ary. He expects to buy a full line of 
popular price shoes for men, women 
and children. The new business policy 
of the firm will be to sell for cash and 
to feature shoes priced around $4.85. 

According to A. G. Ferris, his firm 
is expecting a good business in light 
colors and novelties for women, while 
their new stock of men’s shoes will be 
mainly dark colors with probably a 
small per cent of embossed leather 
models for young men. 


Reed Party a Success 


RocHESTER, N. Y., (UTPS)—Em- 
ployees of the E. P. Reed Company, 
shoe manufacturers, are still talking 
about the Christmas party tendered 
them by the firm at the plant in North 
Goodman Street. 

Nearly every one of the 800 em- 
ployees attended the party as the execu- 
tives of the company declared a half 
holiday the day before Christmas, so 
that all would have an opportunity to 
participate in the Yuletide festivities 
at the plant during the afternoon. The 
employees were paid off at noon and 
for the rest of the day were the guests 
of the firm. A seven piece orchestra 
furnished music for dancing. 





C. S. Gibson Company 
in New Quality Field 


PHILADELPHIA—The C. S. Gibson 
Company, 50 North Fourth Street, is 
planning to produce an entirely new 
line of women’s quality shoes, which 
will be shown for the first time at the 
Pennsylvania convention and _ style 
show at Washington, the latter part 
of this month. The new line will be 
a higher grade than heretofore pro- 
duced by the company. 

In making public the decision to en- 
ter a higher quality field, James F. 
Cole, sales manager, says: 

“Before making a definite decision 
we made a rather extensive market- 
survey and were convinced that there 
is a market for a line of super-quality 
welts which will appeal to the woman 
of delicate taste who can afford to 
buy the best. 

“The finest grade of upper leathers 
selected for uniformity of grain and 
color will be used; the best out-soles 
and in-soles have been purchased and 
will be thoroughly tested before being 
used. The welting is the same as used 
in all our top grades—the best obtain- 
able. Another detail worthy of men- 
tion is the finest sollid leather heels, 
which we have selected after a search 
of the entire heel market. In other 
words, we are not considering material 
costs in assembling the shoes. 

“The making of these shoes will be 
trusted to only the most experienced 
shoemakers in our organization. 

“It is not yet possible to make a 
price announcement, but the line will 
prove attractive to the ten dollars or 
better retail distributor. 


Samples in Miniature 


BROOKLYN, N. Y.—An original and 
unique way of displaying its sample 
line has been adopted by the Paristyle 
Footwear Manufacturing Co. of Brook- 
lyn. Instead of the customary size 
sample, the whole line has been made 
up in miniature, including lasts, heels, 
trimmings, etc. A very remarkable 
effect is obtained, and buyers seem 
greatly impressed with the idea. The 
sales force can now pack the whole line 
up in one sample case, whereas here- 
tofore several trunks were required. 
Since putting the idea into effect, 
Paristyle claims to have boosted busi- 
ness immensely. 

This firm enjoys a fine reputation for 
making high grade hand made bou- 
doirs. The output is about 500 pair per 
day. Mr. Maroon, one of the firm 
members, sells a large majority of the 
slippers and makes regular trips 
through the South and Middle West. 
~ « pe his next trip to start 

an. 15. 


New Firm Formed 


SALEM, Va.—The recent formation 
here of the Ortho-Vent Shoe Co., Inc., 
is announced, the company being 
capitalized at $50,000. The incorpora- 
tors named are W. Lee Brand and 
L. S. Ahalt, both men of long experi- 
ence in the shoe business. Details of 
the company’s plans, however, are not 
at this time available. 
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J. J. Donovan Promoted 


BrockToN—John J. Donovan of this 
city, for the past year salesman for 
the Arden Box Toe Co. of Watertown, 
has been appionted head of the out- 
side sales force of that concern, and 
assumed his new duties Jan. 1. The 
company, of which Thomas Arden of 
Fall River is president and John J. 
Daly of Abington is treasurer, has 
agencies all over the country. Mr. 
Donovan received word of his promo- 
tion following his return from the 
West where he found business im- 
proving. For many years he was em- 
loyed as a foreman for the Geo. E. 

eith Co. 


Hervey E. Guptill, Shoe 
Manufacturer, Is Dead 


SEABROOK, N. H.—Hervey E. Gup- 
till, shoe manufacturer, one of the best 
known and best beloved members of 
the trade is dead. He passed away 
suddenly on Dec. 29, just as he had 
come out of his factory. 

Mr. Guptill was sixty-one years of 
age. He had manufactured shoes in 
Haverhill for about twenty years, 
starting in there in a small way in 
the early 90’s. Later, he was head of 
a big organization making the artistic 
creations in women’s shoes designed by 
him. He was in business in this town 


for many years. 

Mr. Guptill was born in North 
Berwick, Me. He was a former mem- 
ber of the New England Shoe and 
Leather Association. He was _ uni- 
versally respected in the trade, as an 
employer, and as a citizen. His 
funeral, with Masonic rites, took place 
in Haverhill, Mass., on Sunday, Jan. 
2. The services were conducted by 
Haverhill Commandery, K. T., and the 
eulogy was given by Rev. Henry El- 
more Hurd, prelate of Haverhill 


Commandery. 


351 Students of Shoes 


LyNN, Mass.—Lynn’s shoe _ school 
starts its new term for 1927 with 251 
students enrolled and a waiting list of 
25. It has a new program which pro- 
vides for part time study. Students 
may select any course they please. 
They may attend the day or the even- 
ing classes. Two hundred and fifty 
students, mostly shoemakers in the fac- 
tories, are enrolled in the evening 
classes. The courses cover all depart- 
ments of the shoe industry, from the 
study of hides and skins to the mer- 
chandising of shoes. Five teachers, all 
practical shoe men, have been added to 
the staff. 


Change at Leather Plant 


KINGSPORT, TENN.—The large leather 
lant here of the Kingsport Extract 
0. will henceforth be operated by in- 
terests of the Hamilton-Brown Shoe 
Co. of St. Louis, and the Ladew-Jones 
Co. of Boston, according to a recent 
announcement made by E. M. Leonard 
of St. Louis, president of the Kings- 
port Co. The plant will be devoted to 
the manufacture of sole leather, it is 
announced, and capacity production is 
: to get under way at an early 
a 





Haverhill Mfrs. Ass’n 
‘Continues to Expand 


HAVERHILL—Ninety per cent organi- 
zation of the shoe manufacturers of 
the Haverhill district is predicted by 
the Haverhill Shoe Manufacturers’ As- 
sociation during the next six months. 
The shoe men’s organization has 
gained rapidly in numerical strength 
during the past year and additions to 
the subscription list are weekly being 
made. The latest firms to affiliate 
with the association are: Freedman 
Bros., Inc., Katzman & Rosengard, and 
the Kimel Shoe Co. 

Myer T. Ornsteen, chairman of the 
board of trustees of the manufac- 
turers’ body, is directing the organi- 
zation campaign. A 100 per cent 
organization is the goal for the year, 
but Chairman Ornsteen predicts 90 
per cent membership within a period 
of six months. 


L. E. Hogle Dead 


ROCHESTER, N. Y., (UTPS)—Lucius 
E. Hogle, intimately connected with 
the Rochester shoe industry for forty- 
seven years, died Sunday night at his 
home in Long Meadow, Pittsford, a 
io of Rochester. He was 82 years 
old. 

Mr. Hogle was born in Highgate, 
Vt., and came to Rochester forty-seven 
years age as a representative of the 
McKay Shoe Company, which later be- 
came the United Shoe Company. A 
number of years ago he became asso- 
ciated with the firm of Sherwood and 
Rumsey, leather dealers. Later this 
firm became the F. A. Sherwood Com- 
pany, with a plant at 108 Mill Street. 

r. Hogle leaves his wife, a son, 
Milton A. Hogle; two daughters, Mrs. 
George B. urner of Washington, 
D. C., and Mrs. Oliver W. Branch of 
Manchester, N. H.; a sister, Mrs. F. C. 
Clark of Andover, Mass., and seven 
grandchildren. 


Want Shoe Factory 


DYERSBURG, TENN. — Announcement 
was recently made by officials of the 
Chamber of Commerce of Dyersburg, 
that the city is desirous of obtaining a 
shoe factory or a branch plant of this 
nature, and will offer attractive in- 
ducements to such a company in the 
way of local capital. Within the past 
year there have been a number of 
branch shoe factories established in the 
East Tennessee district, and their suc- 
cessful operation accounts for the de- 
sire of the Dyersburg business men to 
obtain a similar plant for this city. 


New Power Installation 


NASHVILLE, TENN.—A 400 hp. in- 
stallation has been recently completed 
by Anderson’s, Inc., of Nashville, at 
the plant of the Menzies Shoe Co., at 
Cookeville, Tenn., established the past 
summer, making this one of the most 
modern shoe plants in the South, if 
not the whole country. The shoe plant 
is reported to be operating on a steady 
basis and well sold ahead for the early 
part of this year. It is also under- 
stood that it is the company’s plan to 
establish one or more plants of this 
nature in other Tennessee cities the 
coming year. 





Coon Equipment Moved 


RocHEsTER, N. Y., ({UTPS)—Equip- 
ment and material of the W. B. Coon 
Company, shoe manufacturers, is now 
being moved to the big plant of the 
Utz and Dunn Company in Canal 
Street, which the Coon Company ac- 
quired a few months ago, when Utz 
and Dunn retired from business. 

The transfer of the Coon stock and 
equipment from the present factory in 
Commercial Street to the new home in 
Canal Street is expected to be com- 
pleted by Feb. 1. All operations of 
the Coon Company will then be car- 
ried on in the Canal Street plant. 


Atlanta Business Men 


Indorse Trade Journals 


ATLANTA, GA.—TIllustrating in a 
really tangible way what the business 
men of Atlanta think of the value of 
trade journal advertising, they will 
shortly start the investment of a fund 
of approximately $1,000,000 recently 
subscribed for a national advertising 
campaign the city will conduct during 
the present year, the primary purpose 
of which will be to bring new indus- 
tries and branch sales offices to At- 
lanta. Trade journal advertising will 
be very largely used in this campaign, 
due to the fact that a similar cam- 
paign last year conducted on a less 
extensive scale proved the value of this 
medium, and resulted in the bringing 
of many new industries and branch 
offices to Atlanta. Incidentally, in 
connection with the campaign last year 
it is interesting to note that one of 
the most important branch offices se- 
cured by Atlanta was that of the 
Thomas G. Plant Co., which estab- 
lished its Southeastern headquarters in 
this city, carrying an adequate stock 
for the dealer trades in the group of 
Southeastern states, and traveling a 
number of salesmen out of Atlanta in 
this territory. 


Export Trade Gains 


ATLANTA, GA.—The J. K. Orr Shoe 
Co. of Atlanta, manufacturers of Red 
Seal shoes, advises that the export 
business of the firm has enjoyed a 
steady expansion during the past year, 
and that the outlook for 1927 is par- 
ticularly promising for the export end 
of the business. Recently substantial 
sales have been made by the company 
to a number of large foreign buyers, 
one of the largest of these being an 
order placed with Luis E. Ovalle of 
Santa Marta, Colombia, through the 
American Mills Export Co. In addi- 
tion to this substantial sales have been 
made in Cuba and the Argentine, with 
the Latin-American outlook for the 
year particularly satisfactory. A new 
market has also been lately opened by 
the Atlanta company in Vancouver, 
British Columbia, the first time it has 
ever entered this field. 


New Plant at Jonesboro 


HumBoLpt, TENN.—C. J. Chapin, W. 
R. Stuck and others of Jonesboro, Ark., 
are reported to be interested in the 
establishment of a shoe manufacturing 
plant at Jonesboro, to be operated, it 
is understood, in connection with the 
plant of the Cobble Shoe Co. of 
Humboldt. 
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C. R. McClellan, 
president, Philadel- 
phia Association 


Arthur Geffen, with 
Chas. W. Stroh- 
beck 





R. McCLELLAN is the new 

@ president of the Philadelphia 
Shoe Travelers’ Association. He was 
elected at a recent meeting of the 
Quaker City organization. H. N. 
Compton is the first vice-president 
of the association, J. H. Moody is 
second vice-president and Willard S. 
Piatt is third vice-president. The 
two new members of the board of 
directors are Wm. J. Miller and 
George Drysdale. 


OSEPH J. LESO represents the 

F. M. Hoyt Shoe Co. in Cleveland 
and Northern Ohio. He was for- 
merly connected for 14 years with 
the Cady-Ivison Shoe Co. of Cleve- 
land and covered Cleveland and the 
surrounding towns during a part of 
that period. At one time Mr. Leso 
had charge of the rubber department 
and the in-stock department of the 
Cady-Ivison Co. He is very well 
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Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 
They Carry Shoes and Merchandising Ideas into Every Town 


in the Nation 


By HELEN M. HANEY 


B. L. Wales, sales- 
manager, M. N. 
Arnold S. Co. 


Elliott La Mon- 
tagne, with M. A. 
Packard Co. 


known in Cleveland and has already 
booked substantial business since 
Dec. 1 on the Beacon and “Speed- 
well” lines. 


L. WALES, salesmanager of 
@the M. N. Arnold Shoe Co., 
recently returned to the North Ab- 
ington factory from a three weeks’ 
trip in the Southland, calling on 
Glove Grip agencies and dealers. He 
says that merchants expect a good 
business during 1927 on the Glove 
Grip proposition, with sports shoes 
showing a greater popularity in the 
South than ever. 


LLIOTT LA MONTAGNE re- 

cently became associated with the 
M. A. Packard Co. as a special sales 
representative. Mr. La Montagne 
will call on the volume buyers in the 
larger cities, particularly through 
the Middle West. He has been ‘con- 










Jos. J. Leso, with 
lI’. M. Hoyt S. Co. 





B. D. Gilliam, 
with Mishawaka 


Rubber Mfg. Co. 





nected with the Wall Streeter Shoe 
Co. of North Adams, Mass., for the 
past ten years, and resides in that 
city. Mr. La Montagne, with other 
Packard representatives, will attend 
the various January conventions. 
His large circle of friends are wish- 
ing him the best of luck as a member 
of the Packard salesforce. 


HARLES B. TAFT, New Eng- 

land representative for P. W. 
Minor & Son, Batavia, N. Y., showed 
this concern’s complete line of in- 
stock shoe samples for spring at the 
United States Hotel during the Bos- 
ton Shoe Style Shows, from Jan. 9 
to 15, inclusive. 





EORGE M. D. POSEY, who 
travels the Northwest for John- 
son Bros. Shoe Mfg. Co., Hallowell, 
Me., author of “The Paths of Glory” 
and other interesting works of prose 
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Start the New Year Right 


and Get 100% Value 
from 
Your Display Windows 
in 
1927 
with the 


NEW 
IMPROVED 


RECORDER 
SHOW CARD SERVICE 


Orders Mailed Now Start with January Cards 


4 BEAUTIFULLY EMBOSSED ART 
LEATHER FRAMES (like above) 
= ¢ 400 
8 CARD INSERTS EACH MONTH ° Di ey mon th 
50 BLANK PRICE TICKETS 


Double Service: 6 Frames and 12 Cards per Month - $4.00 Per Month 








ALSO 
COUPON THE RECORDER STOCK RECORD BOOK 


Recorder Show Card Service. 

eo = FOR COMPLETE AND ACCURATE 

Please enter our order for STOCK RECORD KEEPING 

RECORDER SHOW A 4 geRVIOE 

to bay Jou $5.00 per month for this Mailed Postpaid on Receipt of 
Men’s, Women’s and Chil- Your Check 


We carry 
dren’s Shoes and Hosiery. 
(Cross out lines not carried). $ 
We ee and (Grey) (Bronze) Mat 50 
i meeeedinahetll 


oa 


board fram 
Letter our name on the mats as per 
copy attached to this coupon. 


THE RECORDER SHOW CARD SERVICE 
189 W. Madison’ St., Chicago, Illinois 
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and poetry, has recently written a 
brand new brochure dedicated to 
Theodore Roosevelt and_ entitled 
“The Exemplary American.” This 
inspirational booklet contains the 
picture of Theodore Roosevelt, 
“whose life was the personification 
of democracy, liberty and justice— 
Theodore Roosevelt, ‘The Exemplary 
American.’ ” 


J. NICHOLL, with headquar- 
eters at the North American 
Building, Chicago, stated to a RE- 
CORDER representative, as he was 
boarding the Wolverine to attend the 
Chicago convention, that he had just 
finished one of his most successful 
years in the shoe business. Mr. 
Nicholl represents the Rickard Shoe 
Co. in the Middle West. He came on 
to Boston to get his new spring line 
and to confer with the firm on a new 
contract, with the result that he 
characteristically “got what he went 
after” and will be with the House of 
Rickard for some time to come. 


OSEPH JANOW is now repre- 

senting the Fair Sex Sales Co. of 
Lynn throughout the South. Prior 
to two years ago, he sold the Roth 
Shoe Co.’s line in the same territory. 
During the past two years he has 
been in the real estate business in 
Tampa, and from the side lines has 
been “judging” footwear. So when 
the opportunity came, he says he 
“jumped over into the ring” and 
lined up with just the proposition 
which he had been seeking, and is 
now once more a true “knight of the 
grip” for the Fair Sex. 


ELDEN D. GILLIAM, a former 

Denver boy, who for the last 
three years has been factory repre- 
sentative for the Firestone Foot- 
wear Co., calling on the larger 
buyers in Indiana, Illinois and Michi- 
gan, will now represent the Misha- 
waka Rubber & Woolen Manufactur- 
ing Co., Mishawaka, Ind., as their 
Colorado representative. Mr. Gil- 
liam will again make his home in the 
“Queen City of the Plains” after 
Jan. 10. He has never forgotten his 
home town, his mother and several 
brothers being in Denver. He has 
been very successful with his for- 
mer company, and here’s hoping that 
he makes good in Denver! 


RTHUR GEFFEN is “a go-get- 
ter.” He started in the shoe 
game in 1908 in New York as a 
“helper” on Saturdays during his 
school days, then worked on the floor 
as “junior clerk” and thereafter as 
“regular clerk,” with a good follow- 
. 


"ll 


Geo. M. D. Posey, 
with Johnson Bros. 
S. Mfg. Co. 


Hugh J. Nicholl, who represents the 
Rickard Shoe Company im_ the 
Middle West 














Heart of America Exhibit 


On Jan. 31-Feb. 2, the Central 
Association of Traveling Shoe 
Salesmen will conduct another of 
its interesting shoe exhibits in the 
display room of the Manufactur- 
ers Exchange Bldg., Kansas City, 
Mo. This event is scheduled for 
the same dates as those of the 
spring meeting of the South- 
western Retail Merchants’ Confer- 
ence, when more than 2,000 mer- 
chants are expected to visit this 
city. Reduced railroad rates are 
i: . A stag supper will take 
place on the evening of Monday, 
Jan. 31, with style shows on both 
Tuesday and Wednesday eve- 
nings; there will be a concert, 
also, all of which will be broad- 
casted by the two leadi — 
stations at Kansas City. y mm 
sold at $25 per booth which. ~ 
cludes all advertising that 
out to 12,000 merchants on t 
different occasions. R. P. Alder- 
son, 10 Manufacturers Exchange 
Bldg., Kansas City, is director; 
C. H. Stemmons, is Chairman; E. 
O. Graham and M. H. Murray are 
the other members of the com- 
mittee. 
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ing; later, in Connecticut, he was 
appointed buyer and manager of a 
shoe department. He served his 
country for 23 months during the 
World War. On his return he went 
back again to the “floor” and was 
later advanced to manager and as- 
sistant buyer. In 1921 he took out 
a Brooklyn line on the road, and in 
January, 1923, organized the Cameo 
Shoe Mfg. Co., which he headed until 
Sept. 30, 1926. He is now selling 
the spring line of Charles W. Stroh- 
beck’s orthopedic shoes in New York, 
New Jersey, Pennsylvania and the 
District of Columbia, and says that 
“this entirely new line will be recog- 
nized by all buyers as a ‘new life’ in 
Chas. W. Strohbeck’s 39 years of 
good, honest shoemaking.” 


ORDON GOLDSMITH, repre- 

senting A. M. Legg Shoe Co., 
Herman E. Lewis, Inc., and Curtis 
& Jones Co. showed at Room 818- 
820, Essex Hotel, Boston, Jan. 3 to 
8; will show at the McAlpin Hotel, 
New York, Jan. 10 to 21; at the 
Raleigh Hotel, Washington, D. C. 
(during the Pennsylvania Shoe Re- 
tailers’ Association Convention ir 
Washington), from Jan. 24 to 27. 


EO. SILVERMAN, representing 
Bell Brothers Co. and Belgrade 
McKays, continued onward from St. 
Louis, where he and C. M. Bell 
showed their new spring styles, 
through to Texas. He will be away 
from the factory for about five weeks, 
and will cover some of the Middle 
West before he returns. It is re- 
ported that Bell Brothers lines, sell- 
ing to the wholesale trade, and Bel- 
grades, selling to retail merchants, 
are enjoying very gratifying activity. 


ager for the Harsh & Chapline 
Shoe Co., 
powered” salesman, 
manager of the Coble Shoe Co., 
men’s shoe manufacturers of Hum- 


iP“ FORD, formerly sales man- 


“live-wire” and “high- 
is now sales 


boldt, Tenn. Mr. Ford assumed ac- 
tive charge of the Coble Shoe Co.’s 
sales on Dec. 16. Jack’s past. ex- 
perience, both on the road and in 
the office, makes the Coble folks feel 
that they have made a good con- 
nection. 


6é¢Q\KY PARLOR” ANDERSON 

held an old-fashioned Christ- 
mas party at his Rochester home on 
Dec. 29, to which was invited all of 
the members of the Rochester As- 
sociation. There was election of of- 
ficers, a buffet luncheon, smoker, 
entertainment, a Christmas tree ’n’ 
everything. 
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GCGDDYEAR GLOVE 


RUBBER FOOTWEAR... 


Smart Glove Gaiters 


Along Fifth Avenue, in the hotels and restaurants, wher- 
ever smartly dressed women assemble, there Glove Brand 
Tweed Gaiters are found. 

For next season now Glove Brand introduces two new 
type gaiters—The “Fifth Avenue” with automatic fastener, 
and The “Strand,” which can be put on and taken off 
QUICKER than the automatic. 

Wait for the Glove salesman. Buy Glove Brand merchan- 
dise. Style leaders for Three Generations, the latest, the 
smartest in waterproof footwear will always be found in the 
Glove line. 

Buy Glove Brand 
Waterproof Footwear 


GOODYEAR’S I. R. GLOVE MFG. CO. 








Goodyear Glove Brand 
Distributors 


ALBANY, N. Y., Smith and Herrick Co. 

ATLANTA, GA., Gramling, Spalding and 
Collingsworth 

AUBURN, N. Y., Hollister and Noble 

BALTIMORE, MD., George P. Thomas, Jr. 

BOSTON, MASS., Hutchinson-Winch 

BUFFALO, N. Y., Goodyear’s I. R. Selling 
Company, Inc. 

CHICAGO, ILL., Goodyear’s I. R. Selling 


Company, Inc. 
Marion Rubber Company 
CHILLICOTHE, OHIO, The Culter and 
Seip Company 
CINCINNATI, OHIO, The Marks and Stix 
Shoe Co. 
The Charles Meis Shoe Company 
ee tee: OHIO, Cady-Ivison Shoe 
0. 
COLUMBUS, OHIO, Marion Rubber Co. 
se .~hinane COLO., The Colorado Rubber 
oO. 


DETROIT, MICH., Marion Rubber Co. 
Cady-Ivison Shoe Co. 

GRAND RAPIDS, MICH., Marion Rubber 
Company 

HONESDALE, PA., Durland-Weston Shoe 
Company 

HOUSTON, TEX., Miller Brothers 

INDIANAPOLIS, IND., Crowder-Cooper 
Shoe Company 

LANCASTER, PA., Long and Davidson 

at ~tpacharnn KY., Jno. J. Schulten and 
°. 


MARION, IND., Marion Rubber Company 

NASHVILLE, TENN., Richardson- 
Crockett Shoe Company 

—_ ORLEANS, LA., Keiffer Brothers 
0. 


NEW YORK, N. Y., Goodyear’s I. R. 
Selling Company, Inc. 
Morse and Rogers 
PHILADELPHIA, PA., H. B. Hanford Co. 
PITTSBURGH, PA., Goodyear’s I. R. 
Selling Company, Inc. 
PORTLAND, ME., A. F. Cox and Son 
PORTLAND, ORE., Goodyear Rubber Co. 
ROCHESTER, N. Y., United States Rubber 
Company 
SAN FRANCISCO, CALIF., Goodyear 
Rubber Company 
ST. LOUIS, MO., Brown Shoe Company 
Central Shoe Company 
ST. PAUL, MINN., Foot, Schulze Com- 
pany 
SYRACUSE, N. Y., Duna-Salmon Com- 
pany 
tn OHIO, The Ainsworth Shoe 
oO. 


UTICA, N. Y., The Hurd and FitzGerald 
Shoe Company 

WARREN, OHIO, The Warren Rubber Co. 

WHEELING, W. VA., Locke ShoeCompany 

WILLIAMSPORT, PA., J. E. Dayton Co. 

YORK, PA., D. S. Peterman and Co. 
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Rubber Footwear Prices Reduced 


The 1927 General Average Is From 1342% to 14% Below That of 1926 
—Cost of Crude and Cotton Responsible 






















i j rub- 3.00 Men’s Black, Red Sole, Light Weight 1.90 Men's Black, Gray Sole, Low Cut, 
HE new net price-list of rub- | 790 Mone Bietk une rirchien “Hed B.R. 
ber footwear, announced by al ee ine 1.70 Men's Black, Red Sole, High Cut 
: A en’s ck, ells . en’s Black, Red Sole, Low Cut 
the United States Rubber Co.| 2:99 Boys’ Red, Gray Sole, B.R. 155 Boys’ Red, Gray Sole, ‘Low Cut, B.R. 
as of Jan. 1, 1927, and subject to| 35) Bots Black, Red Sole — a a 
change without notice, shows “aj| 1.95 Youths’ Black, Red Sole 1.40 Boys’ Black, Red Sole, High Cut 
: ” - oys’ Black, Red Sole, Low Cut 
weighted,” or pat average, re- LEGGIN BOOTS 1.25 Youths’ Red, Gray Sole, Low Cut, 
; R 
duction of between 13% and 14 per (In Cartons) 1.25 Youths’ Black, Gray Sole, Low Cut, 
cent, as against an 8 per cent aver- $3.35 Men: Long, Red Sole at a BR. ciel teen tele alee 2 
s s 2. en’s ort, Red Sole . ouths’ ac ed Sole, gh Cut 
age increase in 1926. Rubber foot-| ~° 110 Youths’ Black, Red Sole, Low Cut 
i BOOTS 
wear prices are back to about what , NIMROO—NO HEEL 
they were in 1924, when lower prices (Women’s, mia Ba a Children’s) (Light Welebt, ‘pert Gheged, Low Out 
in crude rubber and cotton prevailed |... nen “— repent ea Ribbed Over) 
. ‘ omens m n , ~. 
than those shown in the 1925 and 2.50 Misses’ Biack Storm King $2.00 Men’s Red Sebago (Crepe Sole), 
9 . . .10 Children’s Black Storm King 
= ape me in y yao 2:25 women g short, Plain or Pebble Leg | 2-00 Men's’ Black Sebago (Crepe Sole), 
materials, especially in crude rubber. ' sses’ Short, St. Nick 1.30 M 
, . 1.95 Misses’ Short, Plai Pebble Le en’s Red, Gray Sole, B.R. 
While some of the 1927 prices on| 1/75 Childeen's ‘Short. Ln Ke} — Black, a B.R. 
ihe same quality of rubber footwear | 1:8 Children’s Short, Plain or Pebble Leg Las Boys’ Red: Gray Sole BR. 
BOOTEES 1.55 Boys’ Black, Gray Sole, B.R. 
- the a as pn ee: dati 1.40 Boys’ Black, Red Sole" 
24, in other cases a i c ouths’ Red, Gray Sole, B.R. 
7 aes tle $3.35 Men’s Giant High, B.R. 1.25 Youths, Black, Gray Sole, B.R. 
1.10 Youths’ Black, Red Sole 





lower. Comparing the 1927 prices | ‘310 Men’s Giant Low, B.R. 










; 3.35 Men’s White High, Fy R. 

with those of 1926, we find that some} 3'1) wens White Low, B. R. GAITERS 

lines have been reduced about 10 3.10 Men's Red High, Gray fae. AP WALRUS 

per cent, others as much as 20 per| 375 Men's Block High Hea Sole (Five-Buckle, All Rubber) 
2.50 Men’s Black Low, Red Sole $3.50 Men’s Red, Gray Sole, B.R. 

are a eae am 4 yond 2:65 Boys’ Red High, Gray Sole, BR. 3.15 Men’s Black, Red Sole 

alter styles adde Oo su e . joys’ w, Gray Sole, B.R. 

yy Bt ‘ PRY 2.35 Boys’ Black High, Red Sole (Four-Sucite, AN Rubber) 

ever-increasing demand for “some-| 2:10 Boys’ Black Low, Red Sole $3.15 Men's Red, Gray Sole, B.R. 

Youths’ Red High, Gray Sole, B.R. 2.99 Men’s Black, Red Sole 





Boys’ Red, Gray Sole, B.R. 





: ‘ ” 3 : : 2:35 
thing different” in this fashionable} 31) youths’ Red Low, Gray Sole, B.R. "75 
foot covering. Where new numbers 2.10 Youths’ Black High, Red Sole -60 Boys’ Black, Red Sole 


y 
2.6 
: ° ° Youths’ Black Low, Red Sole 2.45 Youths’ Red, Gray Sole, B.R. 
have been added in certain lines, old : r , : sd Sole 
» O LUMBERMEN’S—HEEL 2.30 Youths’ Black, Red Sole 

















































a Fag been discontinued. For Weel Boots FIVE-BUCKLE PORTLAND 
ere are the new 1927 prices quoted | 5, 4; \ren’s 2-Buckle Black Perfection, $3.50 Men's Black, Gray Sole, B.R. 
on the “U. S.” Brand (Blue Ribbon ‘ e Sole - P 3.15 Men’s Black, Red Sole 
and First Quality) rubber footwear: | 7° “4's (gHuckle Black Perfection, FOUR-BUCKLE PORTLAND 
3.35 Men’s Giant Terre Haute, B.R. $3.15 Men’s Black, Gray Sole, B.R. 
BOOTS—HIP 3.15 Men’s Red Erie, Gray Sole, B.R. 2.90 Men’s Black, Red Sole 
os 2.80 Men’s Black Erie, Red Sole 2.60 Boys’ Black, Red Sole 
a sc s Pieces ~~ oe . re} a s ie ET cen Red Sole 2.30 Youths’ Black, Red Sole 
o.6 s ac Tray ole, . en’s n. e ancnher, 
7 as Angler, Gray tom B.R. = = en's Cg. In.) Black Sa TWO-BUCKLE GAITERS 
5.85 e ugasole, j - s n anche = . 
11.50 Men’s Black Body Boots, Red Sole Gray Sole, B.R. ee er ee bt oe 
4.50 Men’s Black, Red Sole 4.25 Men’s (15 in.) Red Rob Roy, ‘ Oye Sees, ee won 
425 Men’s Black Shells y Sole, B.R. 1.90 Youths’ Blac k, Red Sole 
$95 Men's %40 in.) Red Rob Roy, 1.95 Women’s Black 
BOOTS—SPORTING Gray Sole, B.R. yy i ~ 
$5.25 Men’s Red, Gray Sole, B.R 4.25 Men's (15 in.) ‘Black Rob Roy, , 7 
5.25 Men’s Black, Gray Sole, B.R. a ye STURDY—GAITERS 
5.25 Men’s Angler, Gray Sole, BR 3.95 Men’s (10 in.) Black Rob Roy, - 
4.50 Men’s Black,’ Red Sole | 4.25 Men's (is in.) Red Cruiser pergperctcgs naa Rgglinamatmmaaael 
4.50 Men's, mack, Red Sole, Light ‘ Gray Sole, B.R 4 er} soen'y ba anny Bf 
eight 3.35 Men’s Cloth’ Motormen’s Gaiters, ’ oys’ 6-Buckle Sturdy 
4.50 Men’s Black Vacation, Red Sole ; 2.65 Youths’ 6-Buckle Sturdy 
5.50 Men’s Hubbell Fishing, Red Sole Red Sole, Buckle or Lace 2:90 Women's 6-Buckle Sturdy 
‘ , 5 sses’ 6-Buckle Sturdy 
BOOTS—STORM KING ata ey Er 2.15 Children’s 5-Buckle Sturdy 
4.65 Men’ a le, B.R. F -Buckle Cashmerette, ! 
108 Men's Black” Gray’ Sole” E-R. $1.65 Men's Black Lumbermen’s Overs, ee ee 
46) Men's Angler, Gray Sole, B.R. Red Sole, Low Cut $2.75 Men’s 4-Buckle Sturdy 
5.25 Men’s Nai * eae 1.40 Boyw Teack jamhormen’ s Overs, +e Fath ee — Ry A 
4.00 ‘ole, w C . ou s. -buckie uray 
5.40  - dd ee Rea ae Rea 1.15 Youths’ ene Lumbermen’s Overs, 2.40 Women’s 4-Buckle Sturdy 
Sole Red So Low Cut 2.00 Misses 4-Buckle Sturdy 
3.75 Boys’ Red, Gray Sole, B.R. 1.05 Youths" Black Lumbermen’s Overs, 1.75 Children’s 4-Buckle Sturdy 
3.25 Boys’ Black, Red Sole w Cut 
3.15 Youths’ Red, Gray Sole, B.R. EMPEROR—EMPRESS 
2:60 Youths’ Black, Red Sole RIBBED ae overs— (Light, High Gut, Wool Jersey Cloth 
aiters 
bass ae pwning ad (For Socks) (in Cartons) 
; en’s nt, B . 
4.35 Men’s White, B.R. HECLA (Six- Buckle) 
io evs Reece Aime, = | #210 Mgr Red, Crome Sela Tow Ome, | 882 Bente bate Beto 
. en’s ray e, b> \. ys - e@ r 
3.40 Men’s Angler, Gray Sole, B.R. 1.90 Men's Red, grey Sole, High Cut B.R. 3.00 Youths’ 6-Buckle Emperor 
3.40 Men’s Tan Squadron 1.90 Men’s Red, y Sole, Low Cut, B.R.| 3.25 Women’s 6-Buckle Empress 
4.00 Men’s Na le, B.R. 1.90 Men’s Bok "Gray Sole, High Cut, 2.75 Misses’ 6-Buckle Empress 
3.00 Men’s Black, Red Sole B.R. 2.40 Children’s 5-Buckle Empress 





BOOT AND SHOE RECORDER 


(Four- Buckle) 
Men's 4-Buckle Emperor 
Boys’ 4-Buckle Emperor 
Youths’ 4-Buckle Emperor 
Women’s 4-Buckle Empress 
Misses’ 4-Buckle Empress 
Children’s 4-Buckle Empress 
PEERLESS 
(Close Fitting, 4-Buckle, Wool Jersey Cloth 
Gaiter) 
(In Cartons) , 
$2.75 Women’s 
EVERDRY 
(All Rubber, 4-Buckle Gaiters, in Cartons) 
$2.70 Women’s 
2.35 Misses’ 
2.10 Children’s 
PEARY 
(Light, Black Cotton Jersey Gaiters, 
4-Buckle, in Cartons) 
Men’s 
Boys’ 
Youths’ 
Women’s 
Misses’ 
Misses’ Rubber Vamp 
Children’s 
Children’s Rubber Vamp 
ARISTOCRAT 
(Light, Low Cut, Tan Wool Jersey Cloth 
Gaiter with Aden Strap and 
Fancy Cuff) 
(In Cartons) 
$2.45 Women’s 
FASHION 
(Light, Low Cut, Tweed Galter 
with Adjustable Strap and Tweed Cuff) 
(In Cartons) 
$2.45 Women’s Tan 
2.46 Women’s Gray 
TEMPEST 


(Light, Low Cut, Black Cotton Jersey 
Gaiter with Adjustable Strap and 
Fancy Cuff) 
(In Cartons) 
$1.60 Women’s 
AUTOMATIC FASTENER GAITERS 
COUNT—COUNTESS 
(Light, Wool Jersey Cloth Gaiters) 
(In Cartons) 
Men’s Count 
Men’s Count (7 in.) 
Boys’ Count 
Youths’ Count 
Women’s Countess 
Women’s Countess (7 in.) 
Misses’ Countess 
Children’s Countess 
RADCLIFFE 
(Light, Low Cut, Tweed Gaiter with 
Tweed Cuff) 
(in Cartons) 
Women’s Tan 
Women’s Gray 
GUARDIAN 
Rubber Gaiters) 
(in Cartons) 
Misses’ 
Children’s 


$3.25 
3.25 


(All 


STREAK 

(Light, Cotton Jersey Gaiters) 

(in Cartons) 
Men’s 
Men’ 8 (7 in.) 
Boys 
mel 
Wom 
Women’s (7 in.) 
Misses’ 
Misses’ Rubber Vamp 


Children’s 
2:10 Children’s Rubber Vamp 


ALL RUBBER SNOW EXCLUDERS 
Men’s Red, Gray Sole, B.R. 
Men’s Black, Red Sole 

ARCTICS 
Men’s Black All Rubber, Red Sole 
Men’s Arctic, Red Sole 
Boys’ Arctic, Red Sole 
Youths’ Arctic, Red Sole 
Women’s Arctic 
Misses’ Arctic 
Children’s Arctic 
U. Ss. URBAN 
(Fine Light Jersey Cloth Arctics) 
(in Cartons) 


bobopotopo none ce 
He i 00 me a2 to 
sosssucn 


t 
i 
—) 


$1.90 Men’s 
1.45 Women’s 





SHOES 
U. S. STORM ALASKA 
(High Front Snow Protector, Jersey Cloth) 
(in Cartons) 


Men’s Heavy 
Men’s 
Women’s 


$1.55 

1.35 

1.10 
PATROL 

(Extra Heavy Sole, in Cartons) 

Men’s Ebony Patrol, Hi-Cut only, 

B.R. 


$1.50 


1.40 
1.35 
1.25 
1.25 
1.15 


1.10 


B.R. 

Men’s Despatch, Hi-Cut only, 

Men’s Patrol, Gray Sole, B.R. 

Men’s Patrol, Red Sole 

Men’s Patrol, Black Sole 

Boys’ Patrol, Gray Sole, 
i-Cut only, B.R. 

Boys’ Patrol, Red Sole 

1.10 Boys’ Patrol, Black Sole 

1.00 Youths’ Patrol, Gray Sole, 

Hi-Cut only, B.R. 
.95 Youths’ Patrol, Red Sole 
-.95 Youths’ Patrol, Black Sole 


MARATHON 
(Rolled Edge, Velvet Finish) 
(in Cartons) 
$1.15 Men’s 
1.00 Boys’ 
.85 Youths’ 
.85 Women’s 
.80 Misses’ 
-70 Children’s 


U. S. HEAVY STORM (Rolled Edge) 
(Heavy, High Vamp, Rain Protector) 
(in Cartons) 
$1.10 Men’s 
-95 Boys’ 
-80 Youths’ 
.80 Women’s 
-75 Misses’ 
.68 Children’s 


U. S. DEFIANCE (Rolled Edge) 
(Heavy Sandal, in Cartons) 
Men’s 
Boys’ 

Youths’ 

Women’s 
Misses’ 

Children’s 

HEAVY STORM—SERVICE HEEL 
(Heavy, High Vamp, Rain Protector, in 
Cartons) 

Men’s 

Boys’ 

Youths’ 

Women’s 
Misses’ 

Children’s 


U. S. DEFIANCE 
(Heavy Sandal, in Cartons) 
Men’s 
Boys’ 


Children’s 


HEAVY RICHMOND—SERVICE HEEL 
(Heavy, Self-Acting Sandal, in Cartons) 
$1.00 Men’s 
-85 Boys’ 
-70 Youths’ 
HEAVY NORWOOD—SERVICE HEEL 
(Heavy Croquet, in Cartons) 
$0.70 Women’s 
.65 Misses’ 
.58 Children’s ; 
U. S. STORM 
(High Vamp, Rain Protector, in Cartons) 
$1.00 Men’s 
-70 Women’s 
-65 - Misses’ 
-58 Children’s 
U. S. RICHMOND 
(Light, Self-Acting Sandal, in Cartons) 
$1.00 Men’s 
U. Ss. NORWOOD 
(Light Croquet, in Cartons) 
$0.70 Women’s 
-65 Misses’ 
.58 Children’s 
U. S. PURITAN 
(Light, Self-Acting Clog, in Cartons) 
$1.00 Men’s 
ZEPHYR WEIGHT 
(Extra Light Gum Shoes, in Cartons) 


$0.70 Women’s Storni 
-70 Women's Norwood 
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U. S. STORM (Ankle Strap) 
(in Cartons) 

Men’s 

Women’s 

Misses’ 

Children’s 


U. S. STORM (Fleece) 

(in Cartons) 

Men’s 

Women’s 

Misses’ 

Children’s 

U. S. NORWOOD (Fleece) 

(In Cartons) 

Women’s 

Misses’ 

Children’s 


FOOTHOLDS 
(in Cartons) 
$0. 4 Women’s Foothold 
Women’s Croquet Foothold 
3 Women’s Storm Foothold 
-65 Women’s Dainty Foothold 


UNIVERSAL LINE 
(Made over special lasts with rounded 
edges, to cover a variety of styles) 
(in Cartons) 


STORM ALASKA 
Men’s 


$1.35 
Women’s 


1.10 
STORM 
Men’s 
Boys’ 
Youths’ 
Women’s 
Misses’ 
Children’s 
STORM (Fleece) 
Men’s 
Women’s 
Misses’ 
Children’s 
RICHMOND 
Men’s 
DEFIANCE 
Boys’ 
Youths’ 
Misses’ 
Children’s 
CLOG 
Men’s 
NORWOOD 
Women’s 
NORWOOD (Fleece) 
Women’s 
FOOTHOLDS 
Women’s 
Women’s Zephyr 
WHITE OR TAN GOODS 
(in Cartons) 
STORM 
Women’s 
Misses’ 
Children’s 
NORWOOD 
Women’s 
Misses’ 
Children’s 
FOOTHOLDS 
Women’s Foothold 
‘ Women’s Croquet Foothold 
-80 Women’s Storm Foothold 
EVERSTICK 
(Low Cut, Self-Acting Shoe, in Cartons) 
$1.00 Men’s 
SO-LITE FOOTHOLDS 
(Light Weight, Colored Footholds, Made in 
Four Colors—Black, Tan, Gray and 
Sauterne) 
Women’s 
RUSSIAN RUBBERS 
(Red Fleece Lined, Self-Acting, in Cartons) 
U. S. STORM 


$0.65 


Men’s 
Boys’ 
Youths’ 
Women’s 
Misses’ 
Children’s 


U. S. RICHMOND 
Men’s 
Boys’ 
Youths’ 

U. S. NORWOOD 
Women’s 
Misses’ 
Children’s 
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TRACE MARK REG. U.S. PAT. OFFICE 


Send for catalog of 
Play Footwear 
for Children and 
Grown-Ups Carried 
In-Stock 


Berkshires are genuine hand-sewed moccasins, expertly made, of best 
quality materials, for appreciative custom. 


BERKSHIRE (2s. Holliston, Mass. 


Pacific Coast Office, 2015 Shattuck Ave., Berkeley, Cal. 
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Women’s Comfort Turns 


Genuine Black Kid, 
Solid Leather, Rubber 
Heels, 3 to 8, C, D, E. 


One Strap $1.20 
Oxfords $1.75 
Plain toe or tip. 


Less Than 36 Pair 
Lots—15c Extra 


Terms: 2% 10 Days, Net 30 


Philadelphia Shoe and Leather Co. 
1839 Wylie St. Philadelphia 











Slipper- Hox 


Patented March 23, 1926. 


ADIES instantly see the value of these 

sateen boots, which protect both slip- 

pers and hosiery from being soiled by 
overshoes. The sale is 
made in a moment and 
you have made a friend. 


Durable, washable; 
champagne color 
trimmed with tan ;—two 
sizes only. 


Retail at $1.00, with a 
fine profit. 


Mail orders filled the 
day received. 


A sure repeater. 


The Slipper-Sox Company 
202 Corn Exchange, Minneapolis, Minn. 


A few territories still available to specialty salesmen. 




















What Do You 
About Shoes 


standard size lengths; etc., etc. 


207 South Street 





Want To Know 
and Leather? 


The chances are 100 to 1 that you’ll find it in the fifth revised edition of the 


SHOE AND LEATHER LEXICON 


All the unusual terms used in the allied industries, as well as those in everyday 
use—defined and explained. And a wealth of other valuable material such as 
correct anatomical drawings of the foot; tables of foot and last measurements; 
standard carton sizes; systems of size marking; hosiery sizes; how to figure profits; 


An invaluable book for everyone connected with the shoe and leather industries. 


The Price Is Fifty Cents 
(Cash with Order) 


Boot and Shoe Recorder Publishing Co. 


Boston, Mass. 
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WHERE TO BUY 
Men’s Shoes 


























“HIGHEST RADE ONLY” 


EAST WEYMOUTH.MASS. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION Sor sea SALES 


SHOES and RUBBERS 
Every Wednesday and Friday 


M. A. PACKARD CO., 
BR 

















NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


HB. W. COOK, President 


Syracuse, N. Y., U. 8. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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What Is Selling 
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Upper left—The Checkerboard pattern in combination with patent. Sold by the French 
Shoppe, Atlanta. 


Upper right—The Boylan-Pearce Co., of Raleigh, N. C., offers this one-strap model with 
fancy overlay. 


Lower left—A favorite in the Napier store, Minneapolis, during the holiday season. 





Covering the Entire Country in a Telegraphic Style 
Survey, Giving Positive Information 


LAUDE CARADINE, manager 

of the men’s shoe department 
of The Oak Hall, Memphis, Tenn., 
men’s furnishing house, anticipates 
a bigger season ahead in two-tone 
and sport shoes. Consequently, a 
somewhat larger stock will be on 
hand to satisfy the shoe connois- 
seurs of the Tri-state territory 
around Memphis. Presumably, too, 
the demand will be for lighter 
weights and for the lighter and 
darker shades of tans rather than 
for black shoes. 

“Our winter trade was about 
fifty-fifty on blacks and tans,” said 
Mr. Caradine, “‘but we are prepar- 
ing for spring and summer more 
on a basis of 30 per cent black and 
70 per cent tan, although we have 
left our orders open for more black 
shoes if the demand requires it. 
In our higher priced shoes, from 
$12 to $15, the men are tending 
toward narrower toes. 

“We are planning to continue the 
use of some attractive, seasonable 
slogan to stimulate our sales, fol- 
lowing the example set during the 
holidays when the city-wide slogan: 


‘Give Shoes for Christmas’ stimu- 
lated the shoe business beyond ex- 
pectations. The flower folk of 
America capitalized the slogan: 
‘Say It With Flowers’; the paint 
dealers capitalized the slogan: 
‘Save the Surface and You Save 
All.’ Undoubtedly it will pay the 
Southeastern dealers or the na- 
tional association to pick out some 
slogan in the same category.” 


W. LARGENT of the Bedell 
@ Company, 220 Fifth Avenue, 
Pittsburgh, Pa., says: 

.“For afternoon wear black satins 
and black and cherry patents are 
selling very well. In evening wear 
we are selling the usual line in gold 
and silver, brocades and other pat- 
terns. Black and tan oxfords with 
military heels are very good. Pat- 
ents seem to be the thing for gen- 
eral wear.” 


B. LEVINE, manager of the 
e@ Parisian Bootery, an exclusive 
women’s shop located at 520 Wood 
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WHERE TO BUY 
Men’s Shoes 








HAND TAILORED 
HAND LASTED 


Bion F-REYNOLDs Cou. 
BROCKTON, MASS. 




































hb 





papers. 


sions” by two W 





Upper right—So-called “silk kid’’ T-strap model in the line of C. H. Baker, Los Angeles. 
Lower left—Stylish comfort type sold for $10 by the Beeler-Coffin Shoe Co., Knoxville, Tenn. 


This model advocated for formal affairs. 


Lower right—Opera pump model selected to stress the importance of “Shoes for the Occa- 














a 





Street, in the same city, declares 
that he finds the sandal type of 
shoes with a lot of cut-outs to be 
very good. Gray suéde is finding 
favor with the high grade customer. 
Paisley cloth models, selling from 
$15 to $25, seem to be very popular. 
Black suédes also have been getting 
.a large portion of the business. 

“Our styles in genuine alligator, 
in brown and black at $12.50 to 
$18.50, and also Abbo patents, are 
the popular thing for afternoon 
wear, we find,” he says. 

“The hand of fashion, in my 
opinion, seems to point toward light 
colored kids for spring. Parch- 
ment, blond and gray will be good, 
I believe. Since last fall we have 
been having mostly the old staple 
styles and shades; the spring will 
see the reverse of this condition. I 
feel sure that high heels will con- 
tinue to predominate.” 























SCAR POE, owner of Poe’s 
Shoe Store, states: 

“There is a demand for colored 
kids and patent leathers. Satins 
have leaped into popularity the last 
few weeks. Heels are 14/8 box 
and 17/8 and 19/8 Spanish. Shell 
gray is good for spring. Cham- 
pagne, parchment and water lily 
are in demand. These light colors 
bid fair to replace white shoes for 












summer. More attention is being 
given to shoes that fit. A modified 
vamp is beginning to gain over the 
short vamp and the 14/8 box and 
Spanish heels over their higher sis- 
ters. Realizing also that if prettier 
patterns were developed in the me- 
dium heels they would be exceed- 
ingly good sellers, this store in- 
tends to put this improvement into 
its productions.” 





R. NEWBOLD of the Smith- 

Kassan Co., Cincinnati, is 
showing a most attractive new 
evening slipper of Paisley cloth, 
with silver kid trim, one-strap san- 
dal type with spike heel. This sells 
at $18.50. Mr. Newbold reports 
good business on the new spring 
styles and offers a blond kid tie 
effect, with genuine snakeskin heel 
and trim—a blond kid cut-out pump 
with blending alligator quarter; 
also an all-over brown alligator 
calf, three eyelet tie, all of which 
show the new medium Spanish heel, 
which promises to be very popular. 





partners of the Kempner Shoe 

ore in Little Rock, Ark., states: 

“Unusually early for the season, 
light shoes are being sold. The 
popular color is pastel parchment 
in tie pattern and oxford effects. 


J our KEMPNER, one of the 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot to Be Stetson 
to Be Snappy” 


THE STETSON SHOE CO., Inc. 








South Weymouth, Mass. 





WHERE TO BUY 
Children’s Shoes 


tt ee rer eer ee 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CoO. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 











6 hh eee 


WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


mended for Counters, 
Innersoles and Heel Reinforcers, 








Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit New York © Chicago 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


“Of the Better Grade 
For the Better Trade 


BOOT 





Novelty Slipper Co. 


Makers of 




















Boudoir Slippers ef the 
Better Kind 
121-181 West 19th Street 
New York City 
ot 
J? of gk: <u 
ee. Pp 
RED BLACK TAN 
Swan Shoe Co., Baltimore, Md. 
PARISTYLE FOOTWEAR MFG. CO., INC. 
New Yon “Cae Ree 116, tote B wey 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 
t $24.00 per doz. and Up. A 
Miscellaneous 





‘ 


ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 


























Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Upper left—In gold, silver and brocades, this model if offered at $9.95 by Shirley of 
St. Louis. 





Upper right—Colonial type 


ing slipper selling well during the holiday season with the 
Higbee Company, Cleveland. 


Lower left—Another type of evening slipper, this one sold in the Peacock Shop, Kansas City. 





There is an increased demand for 
14/8 heels in sport models. More 
satin slippers with 19/8 and 20/8 
heels are being sold than for the 
last six months. Silver slippers 
hold sway mightily for the holiday 
parties. Girls planning to go 
South to schools are buying oxford 
brogues and Deauville sandals. 
Also a sale of college shoes for 
girls’ escorts are going good. Black 
Scotch grain and wing toes are 
popular. In spite of Christmas 
sales, the cotton situation, and in 
face of the fact that many compe- 
titors are selling $6 shoes, there is 
a lively interest in new shoes of 
the higher grade. These sell from 
$10 to $15 for women, and $6.50 to 
$10 for men. 1926 has been a suc- 
cessful year, with a satisfactory 
increase over last year.” 


Sales Order of the Day 
In Chicago 


HICAGO—Depleted shopping 
crowds surfeited with shop- 
ping after the greatest Christmas 
buying season in Chicago’s history 
\ - Shoe sales in almost every 
Loop and outlying. establishment 
and you have the week’s history of 
Chicago’s shoedom and low sales. 
It is scarcely to be expected that 








the first week of the new year 
would bring forth any great volume 
of buying and expectations have 
been fulfilled. The week-between is 
seldom one in which sales are made 
anyway. 

Predictions are in order from the 
merchants. One State Street buyer 
is authority for the statement that 
1927’s outlook is for one of the best 
years in retail shoe history. ‘Pat- 
terns at least are more definite and 
the trend of patterns more estab- 
lished. Materials are assigned to 
their proper and most appealing 
place and occasion and these defini- 
tions are becoming more fixed in 
the minds of the public, which 
makes selling easier. 

A prominent down-State mer- 
chant operating a chain of eighteen 
men’s stores selling at popular 
prices said “I cannot help but see a 
good year ahead. We finished the year 
with approximately the same volume 
as we hadayearago .. . with 
three fewer stores. The last three 
months of the year were exception- 
ally quiet, yet we held our own in 
spite of that. The period of what 
might be called depression is over 
and we expect 1927 to begin with a 
very satisfactory volume. Inciden- 
tally we are going to look closer at 
profits in 1927 even if sales should 
be lower, which we do not expect.” 





1927 
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What Is Selling = were To soy 


Women’s Novelties 


oo ' 





li il 






sl tial 







Rose Blush 


fer the new year. If you 
want a “money making’ 
Une—-send for samples now. 


Samuel Cohen Shee Oo. 
72-82 Lineoin St. 





















Latest Styles at 
Popular Prices 
S in Stock. ~ 

143 ST.~NEW YORK CITY 


























WHERE TO BUY 
Ballet Slippers 


Sold by the Denver eee 





















Left——A strolling pump of black patent with ebony suede decoration. 
Store, Denver, Colorado. 













Center—Tongue pump with decorated vamp line shown by Krupp & Tuffly, Houston, Texas. 






Right—Simple one-strap patent slipper with low-cut shank offered by the Jesberg, Walk- 
Over Shops in Los Angeles. a ‘ 














Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.25 1.20 1.15 













we. 
SUMNER 
SMITH 






















A prominent Chicago jobber said 11:25a.m. New Business. Stock 325 W. Monree St. 
“1926 is over. It was . . . all 11:30a.m. Adjournment. en, = 
in all . . . a very fair year. 11:45 a.m. Visit to the White House. 

The last quarter was discouraging 2 p.m. Entire afternoon, Display In Stock Black Bal- 





let Slippers 
Ladies’ 1.25 pr. 


Misses’ $1.20 pr. 
Childs’ 1.15 pr. 


SLOG SHOE CO., INC. 
147 Duane S&t., 


New York, N. Y. 


but we finished the year with a very Room Visitation, and Buy- 
good total. 1927 is going to be bet- ing. 

ter. It will also be keener and  3:30p.m. Director’s Meeting. 
merchants will have to buy more Election of Officers (1927). 
carefully, but they will also have  6:30p.m. Fellowship Banquet. 

to anticipate their needs a little Master of Ceremonies, Mark 





























































further ahead. Profits for both the we Washington, 

manufacturer and merchant are ese , LYONS AND COMPANY 
, , Speaker, Hon. David I. Hand Tern BALLETS 

bound up in economic manufactur- Walsh, Senator from Mas- | wo's. Miss’. "s. 

ing and only through intelligent sachusetts. $1. $1.45 $1.40 

buying is economy possible in any Presentation of 1927 Offi- as 

industry. Many merchants may cers. Ry. for — 

not realize it, but express ship- Approximately 100 lines of shoes New York, N. ¥. 

ments ate up many a good profit in yi) be on display in the exhibit 

1926 . . . that should be elimi- + ,9ms on the eighth and ninth floors — ALLE 

nated in 1927 by sensible and wise o¢ the Hotel Willard. The conven- N on B Fee Vet Ens 

buying. tion sessions will be held on the ; 






tenth floor. All elevators will stop 


: Associ * at the eighth and ninth floors but 
Real Regional on not at the tenth floor and convention 






























tion to be Formed - delegates will register on the eighth 
[CONTINUED FROM PAGE 79] floor. No one will be allowed on : 
these three floors without an official yw , eens tied ” a 






10:30 a.m. Address, E. A. Burrill, : : 
Gales Deperietnt, Geo. B. badge to be obtained upon registra- 


Keith Co.,Brockton, Mass. tion. Every bona fide retailer is 


11:15 a.m. Report of Committees: welcome to everything, free, except 
Election. the banquet, for which a charge is “Spectailste tn ,f-, — 4, 
241 No. 


Resolutions. being made. 11th Street - Philadelphia, Pa. 


8102 Bik. Glazed Kid, Seft Tee 


Child's 6 to ti—6i. 

Misses’ 11 te 2— |. 

Women’s 2, te 6— 1.45 
Alse Hard Tees 
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Shoe Ornaments 





Studded Heels _ 
6°8W32ndSt.New York 





Close-Out Section . 
for Left-Overs 


KNOXVILLE, TENN. (UTPS)—A per- 
manent “Close-Out Section” has been 
found by the Peacock Shop to be the 
most effective means of disposing of 
their left-over numbers. Regardless 
of the original price of the shoe, when 
it has about run its season and only 
a few broken sizes remain it is placed 
in the Close-Out Section, with prices 
from $4.50 to $6.00. This department 
is located in the rear of the shop and 
entrance is through an attractive lat- 
tice door. A small sign bearing its 
name is placed over the doorway. 

The lighter the shades the better, 
predicts the management of this shop, 
with water lily and rose blush leadin 
for early spring wear. Pumps wi 
stage a comeback, is their opinion, with 
straps continuing in popularity. Short 
vamps and the highest heels possible 
are being much sought in this shop. 
A satin brocaded pump with buckle 
has had an exceptionally good sale for 
the past thirty days and the black 
pump has been a good seller. In spite 
of the new shades, black patent will 
continue to hold its own, this shop be- 
lieves, for the woman who is buying 
only one pair of shoes, will take black 
in preference to shades, because it will 
match up with her winter wardrobe to 
a better advantage. 


Atlanta Shoe Men 
Optimistic on Outlook 


ATLANTA — Optimism prevails over 
the outlook for business the first half 
of the year, retailers looking for at 
least a normal spring demand. Busi- 
ness over the holiday season was un- 
usually good in this section, though it 
‘was somewhat adversely affected in the 
smaller towns and rural communities 
4 the low cotton prices. Since 
Christmas sales have been holding up 
to a good basis in the Atlanta stores, 
about equal to the same period last 
year, and January, according to pres- 
ent indications, will be about a normal 
month. The volume is being further 
increased by a number of special sales. 
Dealers are holding this month to clear 
shelves for the coming season. 

Colored kids continue to sell well, 
and there is also an improved call for 
patent leathers. Tans and browns are 
especially good, mostly of fancy types 
and with trimmings. A few brown and 
black suédes are selling here, and a 
few satins and blacks, though satins 
are not very bris 
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heavy ther model recommended 





Left—Wide-toed blucher oxford with bell 


by Krupp & Tuffly of Houston. 


Right—Note the fancy eyelets in this young man’s model offered by Brouwer of Milwaukee. 
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Pacific Coast Leaps Into 
Clearance Sales 


OS ANGELES—Now come clear- 
ance sales. Most of the shoe 
stores and all of the department 
stores have put on big sales. Shoes 
offered indicate that reptiles, calf, 
black shoes and certain styles in 
highly ornamental patterns are fore- 
most in the slaughter. 

Most windows show blacks in the 
foreground. Patents are getting a 
gentle urge, it appears. Cherry 
patents are pushed emphatically. 

Wetherby-Kayser announce “April 
Styles in January” and follow with 
an attractive advertisement of ‘‘au- 
thentic, early editions of the spring, 
1927, mode—popularly priced.” 
Amongst the shoes offered are black 
patents, black moire satin, Stroller 
brown kid with trim of cherry pat- 
ent, blonde kid with novelty trim, 
all at $8.50. 

Walkover stores are conducting 
their semi-annual clearance sales. 
The response seems to be adequate. 

A stroll about the shoe centers in- 
dicated quite an active business on 
Jan. 4. All the stores were busy 
and all sorts of shoes were being 
sold. 

Many beautiful new shoes are 
shown in windows. Color is the note 
that sounds most clearly. Winter 
visitors are arriving in great num- 


bers. Just how much the transients 
add to the volume of business is 
problematical. Many of the tourists 
bring a complete shoe wardrobe. 
Sport types are the main attraction 
for the casual buyer from the East. 
Golf and outing shoes are sold 
every day in considerable volume. 

Most shoe merchants voice opti- 
mism and look forward to a great 
year. 


Narrow Store—Wide Trade 


LitTLE Rock, ARK. (UTPS)—Her- 
bert Day, manager of the Rose Slipper 
Store, which has been in existence for 
one month, reports satisfactory busi- 
ness. Every shoe in the store sells for 
$6. Pastel shades, champagne, blond, 
and ivory pumps and straps, with high 
spike heels are popular. Patent and 
satin, fifty-fifty, are also good. The 
sport box heel has a healthy following. 
Concerning these slippers a new ad is 
run daily in the newspaper. 

This little store, recently occupied by 
chocolate candy cases and a long slim 
counter for drinks, is quite unique as 
a shoe emporium. While its length is 
75 ft., its width is about 8 ft. Allow- 
ing for show windows on either side, 
the passageway to the front door would 
accommodate not more than two fat 
ladies at a time. Red roses are painted 
on the front windows; rose-colored 
curtains, rose scarfs, rose and green 
pillows, and green woodwork and 
pedestals make up a color scheme that 
attracts the passerby. Inside a thick 
rose carpet with green fixtures all 
about continue the appeal to the eye. 
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Business Changes 


Los ANGELES, CAL.—Waters Lewis, 
Inc., shoes, ee with author- 
ized capital of $50 

CHICAGO, La Lipshite & Sosin 
(8412 Burley Ave.) (S. Chicago), 
shoes, etc., dissolved partnership; suc- 
ceeded by ‘David Lipshitz. 

August Wachholz (3509 Armitage 
Ave.), shoes and repairing, succeeded 
by Arthur Wachholz. 

_ a Itut.—Carson Shoe Store 
(F. H. Carson, propr.), shoes, etc., re- 
ported out of business. 

PLYMOUTH, ILL.—Fred G. Thomas, 
shoes, ete., ‘sold out to Sanford & 
Nichols. 

INDIANA HARBOR, IND. — Marcovich 
Wolf & Son (3115 Block Ave.), shoes, 
etc., reported sold out to Jake Leibo- 
vitz. 

CHELSEA, Mass.—Massachusetts Shoe 
Co., wholesale shoes, recently com- 
menced business here. 

HAVERHILL, Mass.—Becker Shoe Co., 
shoe manufacturers, name changed to 
Touraine Shoe Co., Inc. 

Bloomfield-Robinson Co., shoe manu- 
facturers, recently commenced business 
here. 

Bradley-Goodrich Co., 
manufacturers, incorporated 
thorized capital of $100,000. 

Glynn & Burchell (Wingate St.), cut 
soles, recently commenced business 
here. 

A. M. La Pierre & Son, shoe manu- 
facturers, reported liquidating. 

M. F. Marsh & Co. (26 Wingate St.), 
cut soles, recently commenced business 
here. 

LYNN, MAss.—Unity Shoe Mfg. Co., 
Inc., shoe manufacturers, capital stock 
increased by $30,000. 

Williams Clark & Co., Inc., shoe 
manufacturers, incorporated with au- 
thorized capital of $50,000. 

G. & R. Shoe Co., wholesale shoes, 
owe to 213 Essex St., Boston, 
BROOKLYN, N. Y.—Avon Shoe Co., 
shoes, etc., incorporated with author- 

ized capital of $50,000. 

Prospect Shoe Co., shoes, incorpor- 
ated with authorized capital of $25,000. 

ELM N. Y.—Elmira Leather 
Goods Co., leather, etc., incorporated 
with authorized capital of $20,000. 

LonG ISLAND City, N. Y.—Five Star 
Shoe Co., Inc., shoe manufacturers, 
etc., reported increased capital stock 
from $50,000 to $75,000. 

New York Crry.—Kaplan Shoe Co., 
shoes, incorporated with authorized 
capital of $20,000. 

Laudanne & Friedman, shoes, etc., 
incorporated with authorized capital of 
$10,000. 

Wise Shoes, Inc., shoes, authorized 
capital increased. 

Riptey, N. Y.—P. A. Mason & Co., 
shoes, reported going out of business. 

Tryon, N. C.—The Man’s Store, 
shoes, ete., incorporated with author- 
wr capital of $10,000. 

ONNEAUT, OnI0 —F. E. amin & 
Co., shoes, ete., succeeded wccecded’ by ted i 
Benjamin. 


Inc., shoe 
with au- 


The Business Barometer 
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DAYTON, OHI0.—Poth Leather Co. 
(44 N. Jefferson St.), wholesale 
leather and findings, recently incor- 
porated. 

CINCINNATI, OHIO.—Schulman Shoe 
Co., shoes, mrecpemaes with author- 
ized capital of $10,000. 

PITTSBURGH, PA —Barnet Sedler & 
Sons (845 E. Ohio St.), shoes, etc., ap- 
plied for dissolution. 


Prosperity Predicted 


The National Associa-4 
tion of Manufacturers 
predict a continuance of 
national prosperity. Atten- 
tion is called by this or- 
ganization to t follow- 
ing prominent points: 
That business is nearer 
to a cash basis than ever 
before; that the Federal 
Reserve banking  sys- 
tem stands impregnable 
against a financial panic; 
that industries are being 
conducted at a high rate 
of production; that busi- 
ness is nearer to a closer 
and truer relationship be- 
tween costs and sales; 
that competition will be 
stronger; that there is 
plenty of money at easy 
rates; that credits have 
decreased; that there are 
fewer labor troubles, and 
that people generally are 
contented. 

Failures, embarrass- 
ments, etc., in the shoe, 
leather and kindred lines, 
in the United States and 
Canada for the week end- 
ing Jan. 8, as reported by 
the Shoe and Leather 
Mercantile Agency, are 78 
against 54 for the preced- 
ing week, and 69 for the 
corresponding period of 
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MILDRED, TEx.—J. G. Lerner (Mrs.) 
(Lerner D. G. Co.) (P. O. Corsicana), 
shoes, etc., reported closed out here; 
removed to Borger, Texas. 

















Business Reverses 


Los ANGELES, CAL. — McCausland 
Bros., shoes, reported petitioned into 
bankruptcy; reported receiver ap- 
pointed. 

San Dreco, Caut.—Hyland Durel 
(formerly at 4219 Park Blvd.), shoes, 
ete., reported petitioned into bank-, 


rae. 

ARTFORD, CONN.—Anthony Valatea 
(Globe Shoe Co.) (538 Park St.), 
shoes, etc., reported petitioned into 
bankruptcy. 

WATERBURY, CONN. — Heiman Kabel 
(444 N. Main St.), shoes, etc., reported 
petitioned into > are 

TAMPA, —M. Herschman 
(“Alvins Boot nt She neraptey Ege 
petitioned into ban 

BRADENTOWN, et Raysor 
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(Quality Shoe Store), shoes, reported 
petitioned into bankruptcy. 

Sarasora, F.La.—Sarasota Boot 
Shop, shoes, reported petitioned into 
bankruptcy. Reported receiver ap- 
pointed. 

CuHicaco, ILtL.— Robert Robinson 
(“R. & R. Shoe Store”) (“Bobs Boot- 
ery”) (207 E. 48d St.), shoes, re- 

rted meeting of creditors scheduled. 

H. Ellenstein (3952 Fullerton Ave.), 
shoes, etc., reported petitioned into 
bankruptcy. 

Nathan Harris (711 S. Cicero Ave.), 
shoes, reported petitioned into bank- 


, Itt.—Mattoon Dry Goods 
Co., shoes, etc., reported petitioned into 
bankruptcy. 

Monrog, GA.— Aycock Bros, shoes, 
etec., reported petitioned into bank- 
ruptcy. 

CoEuR D’ALENE, IDAHO.—Sam Levy 
(“Red Front Clo. & Shoe Store”), 
shoes, etc., reported assigned. 

SouTH BEND, Inp.—Benjamin Z. So- 
sin (232 South Mich. St.), shoes, re- 
ported receiver appointed. 

LEMOYEN, La.—John McReid, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

MELVILLE, La.—Vines E. Harris, 
shoes, etc., reported offering to com- 
promise at 35 per cent. 

CHESTERTOWN, Mp.—Morris Halbert, 
shoes, etc., reported petitioned into 
bankruptcy. 

Boston.—Isaac Ludwig (Clarendon 
Shoe Co.) (572 Wash. St.) (Dor. 
Dist.), shoes, reported assigned; re- 
ported offering to compromise at 25 
per cent cash. 

_Sandler Bros. (11 Harrison Ave.), 
shoes, reported assigned. 

CAMBRIDGE, MAss.—Irving’s Shoe 
Shop (Maurice Bloom, propr.), shoes, 
reported petitioned into bankruptcy. 

GEORGETOWN, Mass.—Robinson Shoe 
Co., women’s shoe manufacturers, re- 
ported petitioned into bankruptcy. 

HAVERHILL, MaAss.—Lynway Shoe 
Co., shoe manufacturers, reported peti- 
tioned into bankruptcy. 

Worcester, Mass. — Samuel Tupper 
(140 Millbury St.), shoes, etc., re- 
ported petitioned into bankruptcy. 

Kansas City, Mo.—Traxler Clothing 
Store (723 Main St.), shoes, etc., re- 
ported petitioned into bankruptcy. Re- 
ported receiver appointed. 

DeTRoIT, MicH.—Nathan  Pritz 
(9105 E. Forest Ave.), shoes, reported 
petitioned into bankruptcy. 

DANVILLE, SoutH, N. H.—C. M. Col- 
lins, shoe manufacturers, reported as- 


signed. 
New Shoe Stores 


Banater Boot Shoppe (Henry Linde- 
man), 11930 Loraine Ave., Cleveland, 
Ohio. 

Poulin & Laney, Norridgewock, Me. 
(branch of Skowhegan store), shoe 
dept. 

Pearl Shoe Shoppe, Inc., 347 Blue 
Hill Ave., Roxbury, Mass. 

Holland Boot Shop, 228 River Ave., 
Holland, Mich. 

T. O. Johnson, Osage, Iowa. 

ene Brown, Dripping Springs, 

r 


Men’s Shop, Tillamook, Ore., shoe 
dept. 

S. Blinsky (Province Street Shoe 
Store), 46 Province St., Boston. 
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POSITIONS WANTED 
LINES WANTED 





on Monday of the week of publication 
Otherwise insertion will be put over to the 


4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 


ALL OTHERS 

7c per word. Minimum Charge $1.25 
<a er SPACB 

ive 


dollars per inch. Allow 45 words to an inch 





Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
in order that advertisements be be published same week. 


When advertisers desire answers to come in our care 

twelve words must be allowed for address. When ad- 

vertisers desire replies forwarded direct to their address, 

each word of their address must be counted in the ad- 

vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
as amounts are too small to open accounts. 

















SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 








record need app 


Recorder, 207 South St., Boston, Mass 


SHOE SALESMAN WITH RECORD 


age aad known manufacturer of men’s shoes has several established territories open 
Jan. ist. 

To men of ability, > is a rare opportunity. Only salesmen with established trade and first- 
Write us freely, it vin be held peontey confidential. 


Address C-546, c/o Boot & Shoe 








Salesmen Wanted 


to sell a line of young men’s 
snappy, genuine calfskin shoes at 
$3.40 less 2% in conjunction with 
non-conflicting lines on a straight 
January 15th. Applications kept 
commission basis. Sample ready 
strictly — confidential. Address 
C-587, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 








NOVELTY LINE 
FOR CHICAGO 


Complete line of women’s up-to- 
minute novelties in stock to retail 
at four, five and six dollars, open 
for resident salesmen with follow- 
ing. Wonderful opportunity for 
right man to connect with desir- 
able line, available at once. Ad- 
dress C-599, c/o Boot & Shoe Re- 
corder, 207 South Street, Boston, 
Mass. 





Two Opportunities 


We have openings for live wire 
salesmen who have sold women’s 
novelties in the past and know 
where to place them. In addition 
we have a strong line of novelty 
stouts. We want one man for 
Philadelphia and vicinity and one 
for half of New Jersey. 


GOLDMAN BROS. SHOE CO. 
158 Duane St., New York City 








SALESMEN WANTED 
Popular priced in stock line women’s 
novelties open in following territories: 
Kentucky, Tennessee, Indiana, Michigan, 
Illinois. Must have established trade and 
work territory close. Address C-600, 
care Boot and Shoe Recorder, 

207 South St., Boston, Mass. 








Vouths’ ..cecccccees 
Straight commission basis 6%. 





SALESMEN WANTED 


Selling retail trade to carry a side line consisting of twelve snappy numbers of men’s, 
boys’, youths’, and little gents’, oxfords, all Goodyear Welts, ranging in prices— 
Little _pepyebeoon eee hebeets 


Boye cccccccccccccccccccccs BlS 
MOMs cocccccccccccsccccsccs BuO 
discount. 


Less 5% 
Send full information regarding yourself in first letter. 


Address C-595, care Boot and Shoe Recorder, 207 South St., Boston, 





Good Territories Opened 


For a snappy side line of children’s 

shoes carried in stock. Please state 

lines carried in first letter. Ad- 

dress C-591, care Boot & Shoe 

penereer, 207 South St., Boston, 
ass. 





SALESMEN WANTED: Real producers in 
the following territories; Minnesota, New 
York, Pennsylvania, Michigan, Ohio, Indiana, 
Iowa, Nebraska, Montana, Kentucky, Texas, 
A » and Louisiana. We are manufac- 
turers of one of the oldest lines of work 

dress oxfords and shoes—a real QUALIT 
line—BIG commissions paid to the right man 
—established territory—only live wires need 
apply. Address C-539, care Boot and Shoe 

rder, 189 W. Madison St., Chicago, Iil. 





SHOE SALESMEN—You can make expenses 
selling FAIRYFOOT Heel Grips to Tt 
Write for pocket sample and special pro 

tion. State territory. Foot Remedy GL 1223 
S. Wabash Ave., Chicago, III. 





ARE you interested in line of children’s and 
misses’ turns and stitchdowns? Commission 
basis. Territory Nebraska, Iowa, Illinois and 
Missouri. Address C-578, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





SALESMAN FOR OHIO, must be experi- 
to sell line of children’s and ‘misses’ 
turns and welts. We have trade in above ter- 
oe established by the late j. P. Getler years 
Commission only. References required. 
Toots Rohrer & Company, Orwigsburg, 


SALESMEN WANTED to sell side line an 

leather first step shoes and gs se 

4a/11; all in p & novelty, ERE riced 
ity shoes; 7% commission. IZE SHOE 
MPANY, Rochester, 





SALESMEN WANTED —To sell as side line 
our infants’ soft soles and intermediate 
“Self Starters.”” Hawkes shoes can make you 
some real money if you can devote a small 
portion of your time to a side line. Ten per 
cent commission. Good variety carried in stock. 
C. H. Hawkes & Son, Rochester, N. Y 





RESIDENT salesmen wanted to sell a real hot 
line of women’s low priced novelties on com- 
State in first letter territory de- 


basi 
mission basis. See oe 


, sired and references. Aronson Bros. 
213 Essex St., Boston, Mass. 





WANTED by high grade stitchdown manu- 
facturers, Salesman with established trade 
to sell retail trade. New York State, New 
Jersey, Pennsylvania, Maryland. Address C-590, 
care Boot and Shoe Recorder, 9th floor, 239 
W. 39th St., New York, N. Y. 





SALESMAN for Pennsylvania and New Jersey, 
Line—Children’s and Misses’ Turns and 
Stitchdowns, Commission basis. Address: The 
Kepener-Scott Shoe Co., Orwigsburg, Pa. 





Salesmen Wanted 


Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: bama, Arizona, 
California, Colorado, Indiana, New 
Mexico, North and South Dakota, 
West Virginia, Wisconsin, Wyom- 
ing. A complete line of women’s 
medium-priced real hot novelties 

stock. References must ac- 
company applications. Liberal com- 
mission, and wonderful opportunity 
for right men. Address C-552, care 
Boot and Shoe Recorder, 207 South 
St., Boston. Mass. 














WANTED—Live salesmen to sell our side 
line of soft soles and intermediate “Self 
Starters” in New York State, Indiana, Eastern 
Lp trees Southern and Central Texas. 

elf Starters” have taken a real place in the 
infants footwear world. If you are a producer, 
get in on this line of repeaters. Ten per cent 
commission; 60 live numbers in stock, Car- 
penter Shoe Co., Rochester, N. Y. 
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SALESMEN WANTED 


LINE WANTED 





WANTED TO PURCHASE 








Salesmen Wanted 


for Pennsylvania and Michigan to 
sell a popular priced line of young 
men’s calfskin shoes to the retail 
trade. Must have following and 
furnish references as to character 
and ability. Confidential. Com- 
mission and drawing acount. 
Address C-588, c/o Boot & Shoe 
Recorder, 207 South Street, 
Boston, Mass. 











SALESMAN WANTED—Now calling on Re- 
tail Shoe Trade, to sell “Korite’”’ Brand Shoe 
Waterproofing, Cleaners, etc. Liberal commis- 
sions. Exclusive territory. Reply in_ detail 
giving the territory covered. Industrial Labora- 
tories, Inc., Wollaston, Mass. 





The Boardman Shoe Company 
has openings in Middle West and the 
South for experienced salesmen, with 
established trade, to sell women’s novel- 
ties and staples in stock, on straight 
commission. Give full details and refer- 
ences in first letter. Address 564, 
Atlantic Ave., Boston, Mass. 














SALESMAN— Young man, 35, having person- 
ality arid tact, desires popular price shoe line 
for Greater New York. Address C-589, care 
Boot and Shoe Recorder, 9th floor, 239 W. 39th 
St., New York, N. Y. 


WANTED—A side line of Men’s and Boys’ 
Work Shoes through New England. Ad- 
dress C-593, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


L INES WANTED—Salesman with large fol- 
‘ lowing in New Hampshire and Vermont 
wishes line ladies’ shoes, also growing girls’ 
and misses’ shoes in connection with rubber 
line. Must be stock proposition. Good refer- 
ences. Address C-596, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














AGENCY WANTED 








Czechoslovakian Shoe Manufacturers want 
to appoint for U. 8S. A. capable, well 


introduced 
AGENT 


They manufacture: Fine hand-turned 
fancy shoes, Ago, Goodyear-Welted and 
plaited ladies’ sandals. State ref- 
erences and commission required. Offers 
to P. H. 2402, care Rudolf Mosse, 
Ovoecny trh 19, Prague I., Czecho- 
slovakia. 














FOR LEASE 





POSITION WANTED 





SHOE Store Manager open for position Feb- 
ruary Ist. Eighteen years’ experience in 
men’s, women’s and children’s shoes. Capable 
of handling akything you have. Address C-592, 
care Boot a Shoe Recorder, 207 South St., 
Boston, Mass. 


ADVERTISING MANAGER, now employed 
by chain store organization about to quit 
business. Thoroughly experienced in newspaper 
and magazine advertising. College graduate with 
excellent training. Excellent references by past 
and present employers. Prefers middle west 
location. Open for position January Ist. Ad- 
dress C-594, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





OPPORTUNITY 


We have one of the largest department 
stores in a city of 20,000, with floor 
space to lease for shoe department. Lo- 
cated in Southern Oklahoma. For full 
particulars, write C-601, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 











FOR LEASE—108 Broad Street, Westfield, 
_ New Jersey. Centrally located, business sec- 
tion, Shoe Repair Shop for past ten years. 
Pittis, Plainfield, New Jersey. 





SALESMAN with present manufacturer many 
years desires to connect with factory making 
Women’s Novelty McKays, or Misses’ Welts 
and McKays. Wide acquaintance with chain 
stores, wholesalers or large retailers. Salary or 
drawing account on commission basis. Address 
C-597, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





yi 





je 
lf 


1€ 
Tr, 
it 











FOR SALE 





LD ESTABLISHED shoe business for sale 
in Toledo, Ohio, doing $45,000 annually. 
Will Sacrifice. Address C-529, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


Mest wonderful opportunity for shoe man to 
buy a growing shoe business in a town of 
12,000 population, needing little cash, as owner 
cannot attend to the shoe business owning a 
department store in same town. Address C-598, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


FOR SALE—Shoe and Hosiery Departments, 
well established in Toledo, Ohio. Excellent 
location on main floor. High grade fixtures. 
Doing good business. Owned by outside opera- 
tor who must sell on account of other interests. 
Can be bought with or without stock. Address 
C-586, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


OR SALE—Shoe store in one of the best 

locations in Miami, Fla., handling men’s, 
women’s and children’s shoes. Nice store, good 
windows, reasonable rent. Reason for selling 
ices. from business. Address P. O. Box 
1784, Miami, Fla. 

















HELP WANTED 





WW ANTED—Thoroughly experienced shoe buyer 
for large department store. Must have 
complete knowledge of popular and high grade 
shoes. Write in confidence complete history, 
when available, and salary required. Address 
C-585, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








BUSINESS OPPORTUNITY 





Wilt BUILD ON PLOT 100 x 100, Lexing- 

ton Avenue, between Nostrand and Marcy 
Avenues, Brooklyn, New York, near elevated 
station, suitable for Shoe Manufacturing. Reason- 
able terms. Information, LEVINE, 25 Delance 
St., New York, Room 107. Brokers protected. 








WANTED TO PURCHASE 


























CASH PAID 


for entire shoe stocks or us stooks 

of shoes or other merchan . ARP 

quantity. Prompt attention given. 

KIRSCH-BLACHER CO.., Ine. 

€22-624 Broadway, New Yerk, BH. Y. 
Phone Spring 1443 


























Sell Us Your Left Over 


New Yorw Export Purcuasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 























MERCHANT NEEDS 

















































Money 
Maker 


for the Dealer 


Improved Featherweight 
ICE-CREEPER 


A big seller when icy weather comes. 

at 50 cents. Made in 3 

cuban heels or rubbers. 

shoes or overshoes. No. 

and lumberman’s boots. Apply to your jobber. 
Price $4.00 per dozen. If ordered direct from 
ug will be sent C.0.D. 


CHURCHILL MFG. CO, 
278 Thorndike Street, 
Lowell, Mass. 


ESTABLISHED 1890 


LABEL 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 
Mi 
FRANK C. MEYER Coun 
[ggek canion [resyeis thy) 
263-271 LEXINGTON AVE , BRODKLYN. NY 


AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 


LABELS 


The DISTINCTIVE and 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 





23-S9W 347 ST. NY.C 
Phone WISCONSIN 8130 
















STORE SUPPLIES 
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Easter WINDow TRIMS 


—Some of our New Period 
Display Fixtures can help 
you much in making attrac- 
tive trade pulling displays 
of your merchandise for 
this occasion. 





——It might be a good business move to look 
into your present equipment and see if a new 
set is not advisable. 





We catalog complete sets for Shoes, Women’s 
Wear, Clothing, Furnishings— g in price 
from $25.00 to $85.00 per set, with which 
effective results can be had as illustrated 
a for immediate shipment and season’s dat- 
ing. 


of interest to the Display Man 
Ask For Speciat Boox B-11 
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Information for 
Shoe Merchants 


The advertising pages of the 
Boot and Shoe Recorder consti- 
tute an almost inexhaustible 
source of information as to where 
and what to buy. are 
worthy of your closest attention. 
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Does the Boss 


Inspire You? 


Uncle Dudley Says His Boss Is a 
Wizard 


OT long ago I 

overheard a 
conversation be- 
tween my boss and 
a man who was a 
stranger in the 
store. It seemed 
that the two had 
ee met and been in- 
troduced at lodge, golf or Rotary 
lunch. The stranger had come in to 
buy shoes just as a compliment to 
the boss. This is about what the 
old man said: 

“I surely appreciate your coming 
in here. You pay me a fine compli- 
ment by doing so. But when I was 
introduced to you I was sorry our 
mutual friend told you I was a shoe 
man. I prefer to keep business out 
of social acquaintance. You are a 
regular customer of my keenest com- 
petitor and he has been giving you 
satisfactory service for a long time, 
or else you would not have continued 
to patronize him. 

“We would like to have your trade 
but we do not want to take you away 
from another store that has given 
you the best it had for a good many 
years. We have just as good shoes 
and we can take just as good care 
of your feet. The store you have 
been patronizing is a good store. 
They sell just as good shoes as we 
do and they take a lot of care in 
fitting. So we are even at the start. 

“Now this is the way I look at it. 
You might buy a pair of shoes here 
as a compliment to me. Then you 
might buy your next pair from the 
other fellow as a compliment to him. 
That would not benefit either of us 
more than the sale of one pair. 
Neither would make a lot of profit. 
It is the continuous patronage that 
makes a store prosperous. If you 
insist, I shall be glad to serve you. 
But my advice to you is to stick to 
the store that has been serving you 
well.” 

The stranger had never heard a 
line of talk like that before, evident- 
ly. He looked like he had been hear- 
ing a new, strange language. Finally 
he said that he wanted time to think 
it over and went out. 

I’ll tell the wide wide world that 
my boss is a square shooter, and 
anyone who wants to get a fight out 
of me had better say that he is not. 

I wonder how many shoe men 
there are who would have the moral 
courage to do a thing like that? 
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STORE SUPPLIES 


Milbradt 
Ladders 


—| made for 40 years 
=| by the origina] in- 
—— ventors. 

[=| Made in all styles 
=| to suit any shelving 
ij condition. 

Get our price before 
_ placing your order 


Milbradt 


Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 




















| 933 ARCH ST. 
| PHILADELPHIA,PA. 


ARE BUSINESS GETTERS | 








Not very many, I think. Some of 
them would say the boss was crazy 
from the heat. Lots of them would 
give him the raspberry aplenty. But 
me, I think more of him than I ever 
did. 
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Right now that stranger wants to 
buy shoes in our store. The boss 
could not have taken a better method 
of selling him on the store. Some 
of these days he will come in and 
demand that we sell him some shoes. 
And, if your Uncle Dudley gets to 
wait on him, I bet we keep him for 
his lifetime of shoe buying. 

(Signed) Uncle Dudley. 


Show Lines Early 


CINCINNATI — Walter Feder of the 
Feder-Gregg Co. states they have been 
cutting spring shoes for some time with 
a marked increase over previous sea- 
sons in the new popular shades, and 
no let-up in sight. The early showing 
of the new line to the large buyers re- 
sulted in early orders and the keep- 
ing of the factory running to capacity. 
A demand for tan calf is being felt 
which is expected to continue in popu- 
larity through the spring season. 
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Big Feet Not Humiliating 


women is no longer humili- 
ating, according to an opinion 
expressed by Paul Griffin, assistant 
buyer for the women’s shoe depart- 
ment at The Hub, Baltimore. He 
stated that nowhere have times 
changed so much as in the sizes and 
fitting of women’s shoes. It is be- 
lieved that women’s feet are much 
larger than they used to be, yet in 
spite of this women are more sensi- 
ble in buying shoes than they were 
formerly. Size does not seem to 
make much difference, so long as the 
shoe is stylish and comfortable. 
Those who can go back in memory 
twenty years will recall that women 
used to regard it as a disgrace to 


Tee: possession of big feet by 


have big feet; many of them in an 
effort to be in style would squeeze 
and push their feet into shoes a 
whole size too small for them. 
Because of this practice of 
women, it is said, shoe manufac- 
turers were forced to stop. putting 
the sizes in the shoes so everyone 
could read them. Most, at that time, 
bought according to sizes, so manu- 
facturers camouflaged the real sizes. 
This practice on the part of manu- 
facturers is a thing of the past, and 
they find no further need of it. Ex- 
act sizes are put in all the shoes, 
except the cheaper kind, in which 
very often the numbers are changed 
for sales purposes, believing the 
shoes could not be sold otherwise. 


Whereas formerly the average size 
shoes sold was 4 and 4%, now the 
average size women’s shoes is 5, 54% 
and 6. If records were available 
thirty or forty years ago, it is pos- 
sible we would learn that some, if 
not many, women squeezed into a 
size 3 shoe, so averse, it is believed, 
they were to having or appearing to 
have large feet. 

The opinion is advanced that the 
increasing activity in sports by 
women has helped considerably to 
make their feet larger, as also the 
occupations many women are en- 
gaged in which requires them to be 
on their feet a good deal or do much 
walking. 
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Sees Steady Trade 
Ahead 


ENpDicoTT, N. Y.—Business will 
move steadily during 1927 through- 
out the entire country, according to 
J. E. Paden, treasurer of the Endi- 
cott Johnson Corporation, who has 
issued the following optimistic fore- 
cast: 

“By considering some of the im- 
portant factors in the general busi- 
ness situation today, we can get a 
more or less clear picture of what 
is ahead of us in the next twelve 
months. 





the necessities and luxuries of life. 

“There are no large inventories on 
hand today. The better transporta- 
tion facilities of the country make 
it unnecessary for anyone to carry 
a large inventory. Merchandise is 
moving rapidly from manufacturer 
to consumer. There is no piling up 
of inventories anywhere along the 
way. This condition has existed for 
the last several months. People see 
the benefits of the rapid turnover of 
merchandise and there will be no pil- 
ing up of inventories. 

“With this condition existing and 
with the constant demand of the 
American people for more of the 





in this country while inventories are 
low. The normal demand of the 
American people for supplies will 
prevent any depression.” 


Regal to Buy More 


WHITMAN, Mass.—The Regal Shoe 
Co. of Whitman has notified its cutters 
of a plan to curtail to a considerable 
extent its output of men’s welts, and 
ey 5 starting the new run which 

gan last week has reached only about 
50 per cent of its former total. While 
no official statement is forthcoming 
from President E. J. Bliss, executives 
of the company announce the company 
plans to increase its purchase of shoes 
outside of Whitman, and that normal 
output at the plant is not likely to be 
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People generally are prosperous necessities and luxuries of life, there reached, d thi 
- today. Labor is fairly well em- is only one answer to ‘What are the eS ee OO toe 
—_ ployed throughout the whole coun- prospects for business for 1927?’ 
E try at fair wages. They have money The answer is, business should move Two-Tone Eyelets 
to spend. The standard of living steadily during the year. It may not here a i 
. ; . pparently are all kinds of 
oe of the American people is much be a boom year, but it should be a possibilities as to what can be done in 
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for{)} “The Place to Sell Hosiery Is the Shoe Store” 
THREE YEARS AGO “HOSIERY” 
y. started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
La Fag be is outs with amazing 
rapidity. over the country shoe mer- . , , . . 
chants are putting in hosiery depart- om he ct. got Agee 
the ments. Ea month the idea grows than a pair of beautiful boudoir slip- 
been bigger. — b mage 4 Boudoirs oe 8 ons 
with So we say to you—the place to sell te eee ae ane eee 
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and ye Boot and gg? mapa 9 through this styles—with prices. 
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Getting More Shoes Sold Right; not only “more” but “right’’; 


BOOT AND SHOE RECORDER 


The Boot and Shoe Recorder 


sold 


‘for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 


shoe merchants. The chief purpose of 
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is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 
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Next Week 
you will find 
in the 
Boot and Shoe 


Recorder 


HE combat of style. The fight 

for the public purse is not all 
within the shoe trade—every line 
of apparel is set for a “killing” in 
1927—some say the shoe man_has 
had his hands in the purse too long, 
already. 


Profit Feature. 

To prove that profit is the ener- 
gizing influence which insures per- 
manent prosperity in business—a 
keynote idea for you. 


The shoe merchant 
as a style picker. 


The inside dope on the selections 
of prominent shoe merchants. 


Doctoring feet 
The care of human feet by 
those who make it a profes- 
sion. 
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EFFICIENT 


Taking the “REC” out of your RECORDS 


Income Taxes Demand Accurate Records 
Your Banker Demands Accurate Statements 
Your Profits Depend on Efficient Buying 


The Recorder Stock Record Book Is Simple and Easy to Keep—Certain 
and Accurate 


$4.50 Complete Mailed to Your Store 


AND YOUR 1927 RECORDS WILL BE COMPLETE AND CORRECT 
MAIL CHECK FOR YOUR COPY TODAY 
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